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Whooooohhh. It looks like we 
made it through 2009. Even 
amid concerns about rising 

unemployment and inflation, we have 
a reason to be grateful: More people 
are fixing their cars rather than buying 
new.

Thousands of dealerships closed 
this year. People not only stopped buy-
ing new cars, they parked their broken 
ones. Families that were used to having 
two working cars learned to cope with 
one when the other car needed repairs. 

As companies laid off workers, 
there was a lesser need for all those 
fleet vehicles: “Just park that truck 
Charlie; Jim and Frank won’t need it 
after this Friday.”

Last February, ATRA conducted 
an internet survey of 1000 people: the 
plain ol’ Dick-and-Jane folks that you 
see as customers. The results of that 
survey became the basis for ATRA’s 
What’s Working session at this year’s 
Powertrain Expo.

One of the things we discovered 
was that 62% of the people with bro-
ken cars decided to postpone repairs, 
creating a glut of broken cars, just 
waiting for the right time to fix them. 
We also saw that fewer people planned 
on delaying repairs over the next six 
months, indicating that we might see a 
surge of business as families breathed a 
sigh of relief when their jobs were no 
longer in jeopardy.

The data from the survey, and the 
fact that several sources reported fewer 
people were considering new cars, sug-
gested we’d see a surge of business 
in the later part of 2009; we did. But 

before we treat this surge as the start 
of good times, let’s take a moment and 
clarify why it occurred.

The fact is, people just don’t have 
the money to buy new cars; fixing their 
jalopies has become the best option 
available to many of them. That’s not 
such a bad thing for us, but we need 
to recognize it for what it is. And let’s 
also realize that this surge has allowed 
many shop owners to help people get 
out of a jam. 

But now let’s examine what that 
really means to the repair shops. Many 
people couldn’t afford rebuilt transmis-
sions; they needed to settle for a repair, 
or something less than the premium job 
a transmission shop would have recom-
mended just a few months ago. Prior to 
these economic problems, the transmis-
sion repair industry was moving to a 
commodity-based industry. The trans-
mission was becoming a “widget”… 
something you could buy from Sears, 
and it created a situation where custom-
ers would show up at shops, waving a 
printout for a $799 rebuilt transmission 
they got from someone on the internet.

But the service many shops have 
offered to help their customers is some-
thing those customers can’t get out of a 
catalog or some big-box reman supplier. 
I suggest that it’s this newfound level of 
service that will lead the transmission 
repair industry back into its role as a 
leading specialty service provider.

This opens up a huge opportunity 
for the shop owner to be the go-to guy 
in his neighborhood… his community. 
This is great news, but it means doing 
business a little differently. It means, 

rather than trying to sell what you do, 
you have to provide what your cus-
tomer needs.

What does that mean to you? More 
than anything, it means that it’s no 
longer enough simply to diagnose and 
repair the car; you now also need to 
evaluate your customer, and factor his 
or her needs into your recommenda-
tions.

That doesn’t mean you’re supposed 
to settle for scraps; rather, you can now 
get back into the driver’s seat where 
you belong. We’re going to cover more 
of this in the next issue of GEARS as we 
lay out a plan you can use to improve 
your business.

In the meanwhile, take a deep 
breath; a tough year’s finally coming 
to a close, and a new one’s just begin-
ning. 

Now, on a sadder note, last October 
we lost a giant and icon of the transmis-
sion repair industry: Bob Cherrnay. I 
attended many of Bob’s seminars back 
in the late ’70s and ’80s and I looked 
forward to them every year. I remem-
ber, too, back in 1993, when I became 
the technical director of ATRA, Bob 
sent me a letter congratulating me on 
my new position. That meant a lot, 
coming from someone of his stature in 
our industry.        

He was a giant in the transmis-
sion repair business, and he helped 
thousands of technicians improve their 
craft. On behalf of everyone here at 
ATRA, we salute Bob, his achieve-
ments, and his contributions to this 
great industry. 

FROM THE CEO

by Dennis Maddenby Dennis Madden
www.atra.comwww.atra.com

…a Deep …a Deep 
BreathBreath
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2004 Maxima in Failsafe:No Transmission Codes Stored

The vehicle: A 2004 Nissan 
Maxima with an Asian Warner 
5-speed transaxle. The prob-

lem: The transmission is in failsafe, the 
check engine light is on, but there are 
no transmission codes stored.

Nissan added the AW55-50SN to 
its Maxima and Quest driveline in 
2004, and added it to the Altima in 
2005, designated as the RE5F22A.

The first call I received on this 
problem was about two years ago. 
There was no access to transmission 
data available on the scan tool. The only 
code stored was P0345 — Camshaft 
Position Sensor (Phase) Circuit Bank 
2. The camshaft position sensor is a 
3-wire, Hall Effect sensor (figure 1), 
part# 23731-AL61A.

Nissan technical service bulletin 

NTB04-063 refers to problems with 
both camshaft position sensors, causing 
hard starting warm; starts okay cold. 
There was nothing about the transmis-
sion being in failsafe.

It’s an all-too-familiar situation on 
the ATRA HotLine, where the trans-
mission is in failsafe, the MIL is on, 
and all you have are engine codes. The 
standard diagnostic procedure for this 
situation is to address any engine codes 
before trying to diagnose a transmission 
problem. This is especially important 
for transmission shift adaptive strate-
gies that depend on engine operation. 

When asked if this engine code 
could cause the transmission to go 
into failsafe I had no answer. There’s 
no written information to document it. 
The only information available in the 

Figure 1

by Mike Souza
www.atra.com

Nissan added the 
AW55-50SN to 
its Maxima and 

Quest driveline in 
2004, and added 

it to the Altima in 
2005, designated 
as the RE5F22A.

2004 Maxima in Failsafe:
No Transmission Codes Stored
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Figure 2

factory manual is a transmission code 
for engine RPM input (P0726; figure 
2) failsafe mode 1. The failsafe mode 
chart (figure 3) verifies that the trans-

mission would be in high gear with all 
pressure solenoids off.

There was no information to verify 
which failsafe mode the vehicle was in; 

only the symptom of the transmission’s 
performance. The technician, being 
pressed for time, changed the sensor 
and the vehicle was fixed. 
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2004 Maxima in Failsafe:No Transmission Codes Stored

I’ve taken a few calls on this 
problem in the last couple of years. 
The latest one had code P0340 
Camshaft Position Sensor (Phase) 
Circuit Bank 1 (figure 4) part # 
23731-6J90B. Although, like the oth-
ers, the transmission was in failsafe, 
there was one other symptom: The 
engine had a slight misfire and the 
tachometer was fluctuating 100 to 
200 RPM.

There was no code P0335 stored 
for the crankshaft position sensor, but 
it was the most logical place to start. 
This sensor is located underneath the 
vehicle on the bottom of the trans-
mission bellhousing, in the center 
(figure 5; part # 23731-8Y00A). This 
is a good place for leaking oil to 
accumulate.

Figure 3

Figure 4

The failsafe mode 
chart (figure 3) 
verifies that the 

transmission 
would be in 

high gear with 
all pressure 

solenoids off.

Code P0340 
Camshaft 

Position Sensor 
(Phase) Circuit 

Bank 1 
(figure 4) part # 

23731-6J90B.
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2004 Maxima in Failsafe:No Transmission Codes Stored

Here are the diagnostic 
steps I had the technician per-
form:

1. We began with a volt-
age drop test on ground termi-
nal 1 (figure 6). It checked out 
fine at 0.02 volts.

2. Next he checked for 
voltage to the sensor. This is 
the same voltage from the ECM 
relay that supplies power to the 
ECM as shown in the wire dia-
gram (figure 6). Backprobing 
pin 3 on the connector revealed 
12 volts (figure 7).

Figure 6

Figure 5

We began with a voltage drop test on 
ground terminal 1 (figure 6). 

It checked out fine at 0.02 volts.

Figure 7

Backprobing pin 3 on the 
connector revealed 12 volts 

(figure 7).
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3. He backprobed pin 2 to 
check for a DC frequency signal. 
There was none (figure 8).

4. With the harness disconnect-
ed, he checked sensor resistance from 
pin 1 to pins 2 and 3, then from pin 2 
to pin 3 (figure 9). The values listed 
in figure 9 are factory specifications.

5. He then checked the feed 
voltage at pin 3 with the harness dis-
connected. No voltage (figure 10).

6. A resistance check from the 
wiring into the back of the connector 
to pin 3 in the connector itself showed 
no open circuit (figure 11).

7. He removed the pin from the 
connector for a closer inspection: the 
wire looked frayed. 

8. He resoldered the pin, recon-
nected the sensor, and the transmis-
sion worked fine.

When the technician contacted 
the dealer about the sensors, he found 
out that all three sensors had been 
updated, so he replaced them as a 
precaution.

Here’s what happened: The 
meter revealed no resistance between 
the wire and the connector terminal. 
That’s because there were only a 
couple strands of wire still making 
contact. That was enough of a con-
nection to provide a continuity mea-
surement on the meter. But the weak 
connection wouldn’t allow enough 
current (amps) to reach the terminal 
in the connector.

Figure 8

Figure 9

The values listed in 
figure 9 are factory 

specifications.

He backprobed pin 
2 to check for a DC 

frequency signal. 
There was none 

(figure 8).
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2004 Maxima in Failsafe:No Transmission Codes Stored

Here’s another problem that just 
showed up on a recent tech call: A 
2004 Maxima had code P0335 (Crank 
Position Sensor) stored after the rebuild, 
but it wasn’t there before the repair.

The tachometer was bouncing 
intermittently around 200-300 RPM 
and the engine would surge with a 
slight misfire. One other symptom was 
the shifter indicated 5th gear when-
ever the transmission was in Tiptronic 
mode.

The technician loosened the sen-
sor and moved it closer to the exciter 
ring on the flywheel; the tach stopped 
bouncing. Replacing the flywheel 
resolved the problem.

Here’s what happened: While 
removing the transmission originally, 
the converter pilot was stuck in the 
engine crankshaft. When the technician 
pulled the transmission away from the 
engine, the converter pulled out of the 
pump, allowing fluid to leak.

The technician moved the trans-
mission back toward the engine to stop 
the leak. Then, with the crank position 
sensor removed, he pried the converter 
loose from the flywheel through the 
crank sensor hole (figure 12). This 
bent the flywheel, which caused the 
problem.

Special thanks to Jim Vernacchio 

in West Palm Beach, 
my cousin Mike Di 
Giacinto (Transmission 
Service Center) in 
Lauderhill, Florida, 
and Dean from Dean’s 
Quality Transmissions 
in Utah for the informa-
tion for this article.

Figure 10 Figure 11

Figure 12

A resistance check from the wiring into the back of the connector 
to pin 3 in the connector itself showed no open circuit (figure 11).

Feed voltage at pin 3 with the harness disconnected. 
No voltage.

Then, with the crank position sensor removed, he pried the converter loose from the fly-
wheel through the crank sensor hole (figure 12).

Additional Information:
In the September 2009 article, A Flash From The Past, 
4F50N Slips in 2nd or 3rd, there is some additional 
information that didn’t make into the article. The after 
market part numbers for the 1-2 & 2-3 capacity modulator 
springs are as follows Superior kit K084, Sonnax spring 
#96201-27 and RatioTek RT4F50N kit. Another issue not 
mentioned in the article that will also cause the same 
complaint. The Intermediate Clutch Piston has been 
known to crack in an area almost impossible to see. This 
would be along the edge where the rubber meets the steel. 
The part number for the new piston is 4F1Z-7E005-AA.

4-msouza.indd   104-msouza.indd   10 11/19/09   2:39:14 PM11/19/09   2:39:14 PM
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Rodney says: “I want to thank you for your relentless pursuit of
perfection in the powertrain industry. My grandfather and my dad
used your powertrain products when automatic transmissions were
new technologies. Keep up the great work, and we’ll keep those
trannys changing gears with your great products.”

The Benefits of Z Pak
• Outperforms both

single- and double-sided
OE assemblies in torque
and heat capacity

• Improves clutch life

• Increases transmission
durability

• Perfect for every rebuild

711 Tech Drive, Crawfordsville, IN 47933 • Toll Free: 800-729-7763 • Fax: 765-359-2874 • Email: raypt@raybestospowertrain.com
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Here’s our scenario; An OBD-
II Toyota, let’s say a 1999 
Camry, comes into your shop 

with the MIL lit. You follow standard 
test procedures: You connect your scan 
tool, record any codes, clear the codes, 
and test drive the vehicle to see how 
long it takes the code to come back.

For this example we’re going to 
say the code is the common P0770 — 
Shift Solenoid E Malfunction. Toyota’s 
criteria for setting this code is: 

• Lockup doesn’t occur when 
driving in lockup range (nor-
mal driving at 80 km/h (50 
mph), or… 

• Lockup remains on when it 
should be off.

So we clear the codes and drive the 
Camry on the freeway to see how long 
it takes this code to set. After a 10-mile 
test drive, the MIL doesn’t come back 
on and you’re scratching your head.

You tell the customer the code is 

PLAYING WITH FIRE

What a Trip!
Understanding Toyota’s Shift 
Solenoid Performance Codes

by Jon Rodriguez
www.atra.comwww.atra.com

What’s a Trip?
A trip as defined by 

Toyota is: “An engine-
operation drive cycle 

that contains all of the 
necessary conditions 
for a particular test 

(monitor) to be 
performed.” 
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intermittent and to drive the car until it 
comes back. The next day the customer 
pulls back into the shop with the MIL 
on and P0770 in memory. Why did it 
set with the customer, but not during 
your test drive? What a trip! Actually, 
two trips. 

This situation is a common call to 
the ATRA HotLine. In this edition of 
Playing with Fire, we’re going to cover 
Toyota’s two-trip logic codes and how 
to take advantage of your scan tool’s 
features to diagnose them quickly and 
correctly. 

What’s a Trip?
A trip as defined by Toyota is: 

“An engine-operation drive cycle that 
contains all of the necessary conditions 
for a particular test (monitor) to be 
performed.” This is different than the 
SAE definition that we’re all accustom 
to but we’re going to use it so we can 
view the following test from the Toyota 
perspective.

For a trip to take place, the vehicle 
must start cold, warm up normally to 
at least 160ºF (71ºC). Once you go 
through the necessary driving maneu-
vers you’ll need to turn off the key in 
order to complete the trip.

Here’s where Toyota’s trip logic 
gets a little tricky. Solenoid electrical 
codes (P0753, P0758, P0763, P0768, 
P1818) have one-trip detection logic: 
When the computer detects an elec-
trical problem with the solenoid, it 
immediately lights the MIL, sets a code 
in memory, and records Freeze Frame 
data. During the same cycle, the com-
puter will test the solenoid electrically 
eight times before setting the code. This 
usually takes only a few seconds if the 
problem is obvious (open or shorted 
wire, bad solenoid, etc.)

Solenoid performance codes, or 
better termed, ratio codes (P0750, 
P0755, P0760, P0765, P1815), have 
two-trip detection logic: When the com-
puter first detects the problem, the code 
is sent to the pending section of the 
computer and the MIL doesn’t light… 
yet. The only way to find these codes is 
to access the Pending Codes with your 
scan tool.

Once the computer detects a prob-
lem the first time, it stops monitoring 
that particular system during the cur-
rent trip. It won’t actually set a code 

until it detects the condition again dur-
ing the next trip. Then it sets the code 
in memory and lights the MIL. This 
happens only after the second trip is 
complete, which means the MIL won’t 
light until you turn the key off after the 
second trip and then restart the engine. 

This is why the ratio or solenoid 
performance codes take so long to set. 
The problem has to occur on two con-
secutive trips, and then doesn’t appear 
until the engine is started for the third 
time.

Does this mean that you have to 
drive the vehicle all this time to diag-
nose the problem? Absolutely not!

Check Mode
Toyota realized that this type of 

logic can take too much time to diag-
nose properly, so a little-known diag-
nostic feature was built into Toyota’s 
ECM: Check Mode.

Most scan tools have an option for 
Toyotas called Check Mode. Sometimes 
you may see it called by another name 
(Sensitivity Mode, Test Mode or in the 
case of the Ease Scan tool, a square 
button with a checkmark; figures 1 
and 2).

Check Mode does two things to aid 
in diagnoses:

1. Turns all two-trip logic codes 
into one-trip logic codes, 
regardless of what system is 
being tested.

2. Narrows the parameters the 
computer uses to detect faults so 
that it’ll set codes more easily.

A few important issues about 
Check Mode:

• Check Mode clears existing 
current, pending, and freeze 
frame codes, so make sure 
you write down any codes 
in memory before initializing 
Check Mode.

• Two-trip EVAP codes will 
remain two-trip codes in 
Check Mode.

• Check Mode disables the 
Misfire Monitor.

• You must record any codes 
that set in Check Mode before 
turning the ignition or scan 
tool off. When you turn the 
scan tool or ignition switch 
off, or when you disable 

Check Mode, all diagnostic 
codes will be erased instantly.

Now that you understand Check 
Mode, you’re ready to use it. Follow 
these steps whenever an OBD-II Toyota 
comes into your shop with the MIL lit.

1.  Check codes using your 
Toyota-compatible scan tool.

2.  Record any codes in memory.
3.  With the key on, engine off 

(KOEO), select Check Mode 
from your scan tool options. 
(Remember that some tools 
will have a different name 
or location for Check Mode. 
Consult your scan tool’s man-
ual for more information.)

4.  Once you’ve selected Check 
Mode, the MIL will flash rap-
idly. 

5.  Start the engine. Does the MIL 
turn off?

 • No: Repair the condition that 
set the code.

 • Yes: Switch the scan tool to 
data mode.

6.  Confirm that the Check Mode 
Parameter Identification (PID) 
indicates on or yes.

7.  Drive the vehicle until the MIL 
lights.

8.  Confirm and write down the 
recurring code.

9.  Turn the engine off for at least 
ten seconds to disable Check 
Mode.
Important: All codes that set 
during Check Mode will be 
erased automatically when 
you turn the engine off.

10. Follow the manufacturer’s 
diagnostic tree for repairing 
the fault. 

By using the Check Mode option, 
you can solve the mystery of inter-
mittent codes quickly and accurately. 
Check Mode also works well when test 
driving a freshly rebuilt transmission 
to make sure that a code isn’t going to 
come up a day or two after customer 
delivery. Neither the customer nor the 
boss like that scenario!

Special thanks to Roger at Payless 
Transmission and Clutch in Fresno, CA 
for his contribution to this article.

What a Trip!
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In 1979, Certified Transmission
started like many other auto trans-
mission businesses; in a two-bay
gas station. However, unlike many
other businesses of its kind, the
Omaha-based company was able
to quickly expand—growing the
business from one two-bay shop in
Omaha, Nebraska to one of the
most recognizable and reliable
transmission remanufacturers in the
nation. The company just celebrated
its 30th year in business.

Above all else, the company
attributes its success to its associates.
“Our people are definitely what made
Certified Transmission what it is

today,” says founder and owner,
Peter Fink. “Our people built this
company and they will continue
to build upon our legacy, making
Certified Transmission the undeni-
able leader for transmission repair
and replacement.”

Passion, Desire,
Attitude, Discipline
The Burning Desire

to be Better
A Little Bit of Recklessness

These are the traits Peter Fink
looks for in a person when he is
looking to expand his team. “All I
want to know is that the person wants
to be the best”, says Fink. He uses
the phrase “no deposit, no return”. If
you put nothing in you’ll get nothing
back. He tells this to every person
he hires. And yes, Peter still does all
the interviewing and hiring in
Omaha. He wants to make sure he
finds that special person he wants to
invest in and watch them grow.

Peter believes in the team
approach. Certified Transmission’s
team consists of 300-plus talented
and dedicated individuals. More
than 75 associates have been with
the company for over ten years.
Seventeen have been with the
company over fifteen years, and

seven have been with Certified
Transmission more than 20 years.
Fink states that although these
associates are diverse in talents and
personality, they all know the value
of leadership and teamwork.

“So often you hear the saying
‘there is no I in team,” says Fink.
“However, I’ve never been very good
at spelling. As far as I’m concerned,
there has to be an I in team. There
needs to be a clear leader who has
direction and a vision for the rest of
the team. To use a car cliché, you can
have a perfectly working automobile,
but if there is no driver, that car isn’t
going anywhere.”

While you might think that
Peter Fink is the number one “I” at
Certified Transmission, he definitely
is not. And that is by his design. He
firmly believes that it must be his
associates who make up the “I’s” in
the Certified team. By providing
such leadership opportunities, Peter’s
associates ultimately have the chance
to excel in their departments and/or
store and develop their own team.

Peter compares it to the NFL.
One team can't make it alone. It has
taken thirty teams headed in one
direction with a leader, vision and
plan that have made the NFL one
of the most successful sports organ-
izations in the world.

Peter Fink
President

IAT CERTIFIED TRANSMISSION

There IS an “I” in TEAM
And it’s not who you might think…
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Certified Transmission isn’t just
a team, it’s a family in every sense of
the word. Peter’s wife, Carolyn, is
the Benefits Coordinator. Carolyn’s
mother, Frieda Schmidt, is the re-
ceptionist at the corporate offices,
her father, Linford Schmidt, is a
bookkeeper, and her brother, Rodney
Schmidt, is a Sales Representative in
Kansas and Missouri. Peter’s sister,
Rosmary, is the corporate lawyer,
his brother-in-law, Jim Audet, is the
Core and Hard Parts Buyer and his
cousin Helmut Wichtner, is in the
Solenoid Department. Most recently
Peter’s daughter,Amanda, (perhaps a
CEO in Training) joined the company
in the wholesale sales division.

A Commitment to Excellence
“No matter what kind of

business you are in, on a daily basis
you are either getting better, or
you’re getting worse. You can't
stay the same,” says Peter. “At
Certified Transmission, not continu-
ously getting better is not an option.”
That’s why each Certified associate
is given the opportunity to excel and
develop their own strengths, which

in turn makes the overall team even
stronger.

Certified Transmission has
always made sure that its associates
have the opportunity to share in the
success of the company. Peter has
an apprenticeship program that helps
many different people—whether it’s
a recent high school graduate or
someone who has been in the
work force years and is seeking a
better opportunity. The program not
only offers a way to learn how to
build transmissions and make a good
living, but it also offers the opportu-
nity to become a diagnostician, serv-
ice advisor, retail store manager
and more. Certified Transmission,
like many large companies,offers
a myriad of positions that enable
people to succeed and prosper.

Peter Fink’s interest in the
betterment and wellbeing of his staff
goes far beyond the technicalities
of each job. To quote Zig Ziglar,
“no one knows how much you
know, until they know how much
you care about them”. A perfect
example of this is the weekly memo
that goes out to the entire company,

PARTNERSHIP
PRODUCTIVITY
PROFITABILITY

Jeff Stuck
Converter Plant
Manager
19 years

Jim Heger
Torque Converter
Tech Director
14 years

George Rakes
General Manager
of Retail Stores
25 years

Linda Kantor
Payroll
Administrator
18 years

Jeff Kantor
Accounting
Manager
12 years

Dave Shadlow
Retail Store Mgr.,
Pacific St. in
Omaha, 19 years

The Fink family (left to right): Carolyn, Amanda and Peter Fink

Bill Dunbar
Omaha
Transmission Plant
Manager, 21 years

Jim Audet
Hard Parts and
Cores Buyer
22 years
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Peter’s “Monday Memo”. Every
single memo starts out with this
statement:

None of us is as smart
as all of us.

You choose your
Attitude each day.

The first two sections of the
“Monday Memo are always about
Safety, Health andWellness. Topics
include everything from safety tips
and training (associates are rewarded
for excellent safety records), and
personal mental and physical health
issues that affect his associates
both on and off the job. At Certified
Transmission, the product may be
transmissions, but their business is
undoubtedly people. “Our associates
are the heart of the company and we
want to make sure that heart is always
strong and healthy,” says Peter.

The Extended Certified
Transmission Family

Another part of the Certified
Transmission family is the hundreds
of businesses that have become
successful with the help of Certified
Transmission and the ready-access
to thousands of remanufactured
transmissions. Certified Transmission
has been doing business with some
of these companies for over 25
years, and this aspect of the business
continues to grow today.

“We are excited to have so much
interest, indeed so many people
joining the Certified Transmission
Network of Success”, commented
Jim Slimp, Dealer Distributor Devel-
opment Manager. “We bookend the
nation with Mark Schwartzman of
Glen Burnie Transmission in the
Washington D.C./Baltimore area on
the East coast, Dean Kuhn of Ocean-
side Transmission in San Diego CA
on the West coast, and many out-
standing distributors throughout the
country in between like Mark Nilson
of Freeway Transmission in Salt

Lake City, Utah. You can see their
names and numbers growing in our
ads each month.”

Freeway Transmission
Salt Lake City, Utah

“Our outside and shop sales
have increased due to new products
and improved availability since
becoming a proud Certified
Transmission distributor in January
2008. Technician productivity at our
install shops is through the roof!
Certified’s look-up system, online
ordering, tech support, core return

Omaha Tech Directors (l-r): John Schrader, 12 years, Dave Barnes, 14 years (in two terms of service), Steve Logeman, 13 years, Greg Neill,
15 years (in two terms of service), Mike Steen, 12 years, Jim Richardson, 19 years, Gary Carlson, 19 years, Jim Griswa, 21 years
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and warranty processes are out-
standing.” Mark Nilson, President.

Oceanside Transmission
San Diego, California

“Our own shops benefit and we
are selling to fleet accounts, general
repair shops and transmission shops.
We have more customers and more
sales because we’ve joined the
Certified Transmission Network.
We’ve expanded to two more area
locations and added additional sales
staff.” Dean Kuhn, owner.

Glen Burnie Transmissions
Washington D.C./Baltimore

“Becoming a Certified Trans-
mission Distributor has helped us
grow our business. Over the last
several years we were losing many
General Repair and Fleet customers
who began installing remans from
the Dealer or other sources. We are
now getting those customers back
by offering them Certified remans.
Our carry-out sales are growing
every quarter.” Mark Schwartzman,
President and Marvin Kayser,
Retired President.

Looking Ahead
What does the future hold

for the transmission industry? “I
believe we are in some of the best
times there have ever been for our
industry”, says Fink. “The units are
more complicated, which reduces
the actual competition and often
eliminates the do-it-yourselfers.”
The requests for units at Certified
Transmission are at an all time high.
According to Fink, “Dealer units
and 10 million salvaged cars per
year…this didn’t exist ten years ago.
As an industry we haven’t wanted to
keep up with these changes.”

Peter continues, “I read a
great, simple book called Sandbox
Wisdom, by Tom Asacker. One of
the things in this book that stuck
with me was where Asacker says
that a business is like a child’s game
of tag. In that game everyone runs
around in all different directions, and
as soon as the person who is ‘it’ gets
close to someone, that kid takes a
quick turn and is going in a different
direction.”

The moral of the story? In
business, the shop that can change
direction quickly will end up with
the customer.

Certified Transmission’s goal is
to partner with one transmission
shop in every major city to help that
shop become the go to place for
transmissions. “I really want to help
shops around the country become
the go to guys for transmission
problems, regardless if it is a repair
or if they need a unit,” says Peter.
“The thing that will help set them
apart is having units ready to go.
Shops today need it now, and can get
it now with Certified Transmission.
That is our promise and with our
team, I know that we can deliver.”

The future really is brighter than
it has ever been. The need for shops
to specialize is greater than ever
before, and Certified Transmission
will be there to help. As Peter
concludes, “It really is all about the
“I” in team, whether the “I” is
associates, distributors, wholesale
or retail customers. We are here to
serve and the better we all do that the
better we all are. And with our team,
I know that we can deliver.”

Chris Adams
Diagnostician
24 years

Dave Latta
Parts Purchasing &
Inventory Manager
(one of 5), 9 years

Mark Klingson
Ft. Dodge Tech
Director
23 years

John Cerwick
Ft. Dodge Tech
Director
24 years

Rich Baker
Sales Consultant
10 years

Jody Carnahan
Warranty
Administrator
23 years

Mike Karnes
Builder (one of 60)
22 years

Paula Jurgensen
Ft. Dodge Customer
Service & Office
Manager, 30 years
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One of the most frustrating situ-
ations for a transmission shop 
is trying to explain or fix a 

problem that seems like a transmission 
problem… but isn’t. For example, the 
customer complaint may be delayed 
engagements, slips, hard shifts, erratic 
shifts, shudder, late upshifts, etc. 

Transmission problem, right? 
Not necessarily. There are a lot of 

systems involved in transmission oper-
ation today; any one of them can affect 
transmission performance. The key is 
finding the root cause of the problem 
before you start trying to make repairs.

This article isn’t about the obvious 
stuff like someone forgot to plug the 
case connector back in. What we’re 
going to look at is the most efficient 
way to diagnose what may not be so 
obvious: driveability problems. 

There are 5 basic steps to solving 
any kind of performance problem:

1. Verify the complaint
2. Look for the obvious
3. Search for bulletins
4. Analyze the control systems
5. Verify your repairs

Step 1:  Verify the 
Complaint

The first step is always to verify 
the complaint. Diagnosing any com-
plaint depends on being able to dupli-
cate it, so you can identify the system 
that’s out of specs.

Try to get the customer to show 
you the problem. Customer descrip-
tions are notoriously inaccurate, and 
can easily send you on a wild goose 
chase. What’s more, if the problem 
isn’t there now, you may not be able to 
isolate it with a meter or scope, so even 
the best description will force you to 

work with a guess. 
In some cases it may be useful 

to install a Flight Recorder and have 
the customer drive the vehicle. Once 
the problem shows up again, the cus-
tomer can return with the problem data 
recorded. Flight recorder devices are 
available on the internet for less than 
$200.

Step 2: Look for the Obvious
The next step is to look for the 

obvious. Open the hood and check for 
broken hoses, loose connectors, burned 
harnesses, blown fuses… anything that 
shouts, “hey, over here!”

For example, the customer com-
plains of no power, and it turns out 
the floor mats have bunched under the 
gas pedal and are preventing you from 
pressing it all the way down. Or there’s 
a large chestnut that a squirrel left on 
the intake that’s blocking the throttle 
(yes, these really happened!)

If you find something obvious, 
take care of it and see if the problem is 
gone. If so, you’re done. But if nothing 
is obvious, or the problem is still there, 
move on to the next step.

This is also where you might want 
to check the fluid level and condition, 
and even check for computer codes. 
Any of these results might send you 
directly to the problem, and avoid wast-
ing a lot of time.

Step 3: Search for Bulletins
No matter how good a techni-

cian you are, some problems are likely 
beyond your grasp. Such as an error in 
a line of computer code or inadequate 
volume in a vapor recovery system.

This is where you need to depend 
on the manufacturer or larger technical 

research groups such as ATRA. They 
have certain advantages, such as col-
lecting data from more cars, and being 
able to coordinate multiple complaints 
to identify trends.

And it’s why your next step should 
always be a simple bulletin search. 
Look for similar problems in the type 
of car, engine and transmission you’re 
working on. Don’t be afraid to look 
just outside your current realm, into 
similar body styles, too. See if there are 
any matches with the problem you’re 
facing.

Pay particular attention to any 
reprogramming that’s available. While 
some updates may have nothing to do 
with the problem you’re working on, 
others may target it directly.

If you find a bulletin that seems to 
address the problem, always check that 
before moving on to a more complete 
diagnosis.

Step 4: Analyze the Control 
Systems

The next step is to evaluate the 
remaining suspects. Keep in mind that 
this part of the diagnosis is often more 
of a process of elimination than search-
ing for the problem directly.

Since most control systems are 
electrically operated, you should start 
by checking the battery and charging 
system. If the battery is worn out or 
the terminals corroded, it can cause all 
sorts of related problems that might not 
seem relevant.

Next check the power and grounds 
to all major systems, including the 
engine, chassis and computer. The best 
test for this type of circuit is a voltage 
drop. Connect your meter to the circuit 
and apply as much load as possible; if 

Nailing Down 
Driveability 
Problems by David Skora

www.atra.com



www.parker.com    1 800 582 2760

When you team with Parker for your aftermarket transmission repair and rebuild kits and compo-
nents, you can expect services and products that will give you  a competitive advantage. Our Toledo 
TransKit and Bryco brands include the highest quality components, including Parker manufactured 
rubber seals. And that’s not all, we have expanded our product line in all of our warehouse locations 
to include the components necessary for a complete rebuild. So team with Parker’s Seal Aftermarket 
Products Division for all of your transmission aftermarket kit needs.

Together, we can grow your transmission aftermarket business 
with full service warehouse locations, differentiated & expanded 
products, and efficient procurement methods.



22	 		GEARS			December		2009

there’s a weak connection, it should 
show up with a load applied.

Any ground that shows more than 
0.10 volts is suspect. Some manufac-
turers specify that computer grounds 
should have no more than 0.05 volts 
(50 millivolts) drop. 

Always choose the right equipment 
to help locate the condition. For exam-
ple, a signal monitor or shift box could 
help you verify a cycling TCC com-
mand signal better than most scan tools. 
A scan tool may reveal a misfire code 
hidden in freeze frame that’s causing 
erratic shifts. These are only examples. 
You’ll need to analyze each condition 
and decide which systems or sensors 
could be related to the problem.

Diagnostic Tip: The best way to 
perform a voltage drop test is with a 
scope rather than a meter. A scope will 
reveal little interruptions in the current 
flow that won’t show up at all using 
a meter. And a scope will also reveal 
electromagnetic interference (EMI) in 
the circuit, which won’t appear on a 
meter scale.

Some of the most common trans-
mission problems that can be caused by 
driveability issues are in the following 
list. Use this as a starting point to see 
if the suspect system or device is good 
or bad. The most effective method of 
solving computer-related conditions is 
to focus on the computer inputs first. If 
they’re good, check for related strate-
gies; the last suspect is the computer 
itself. 

Some transmissions, such as the 
Allison LCT 1000, AW50-55SN, O1M, 
JF506E, and 722.6, are very sensitive to 
shift strategy and should have the shift 
adapts reset after major repairs. Always 
check to see if your vehicle needs to 
have its adaptive strategy reset. 

Most of the common input sensors, 
such as the throttle position sensor, out-
put speed sensor, vehicle speed sensor, 
coolant temperature sensor, transmis-
sion range sensor, and so on, are pretty 
straightforward to test either with a 
scan tool, meter or scope.

Occasionally you’ll come across 
a sensor that’s way out of range or 
unresponsive. Use your understanding 
of the type of sensor you’re testing 
and how it’s supposed to work. All it 
takes is one wrong part to end up with 
a half-inch OSS air gap, or a coolant 
temperature sensor with a bit of corro-
sion on the terminal to cause an out of 
range signal.

MAF Sensor Testing
This MAF information applies to 

gas engines that are normally aspirated.
Let’s cover some of the devic-

es that you may not have dealt with 
before. The MAF (mass airflow) sensor 
measures the actual amount of air the 
engine is able to draw in. You can com-
pare the actual MAF value to known 
values to detect a good or bad MAF. 
Use the following chart to determine if 
the MAF signal is close to the expected 
value based on the engine size.

Typical MAF gm/sec @ 4000 
RPM

1.5L Engine 50 gm/sec
2.5L Engine 80 gm/sec
3.5L Engine 110 gm/sec
4.5L Engine 140 gm/sec
5.5L Engine 175 gm/sec
6.5L Engine 205 gm/sec
7.5L Engine 240 gm/sec

The computer uses this input to 
calculate how much load the engine 
and vehicle are under and the computer 
uses that to adjust the quality of the 
shift. If the MAF is dirty, glitchy or 
old, the computer may cause soft, hard 
or erratic shifts, but may not set any 
MAF-related codes. The good thing is, 
by checking the MAF signal, you can 
tell if there’s a problem either in the 
MAF or the engine itself.

The simplest test is to unplug the 
MAF and verify whether the transmis-
sion shifts better. If the transmission 
shift quality improves, the MAF is 
probably bad.

Another check for the MAF is to 
tap on it gently with a screwdriver han-
dle. If the engine operates erratically 
when you tap on the MAF, it’s probably 
bad and needs replacement.

If the shifts are no better when you 
disconnect the MAF or you want to test 
it further, follow this procedure:
• Reconnect the MAF.
• Clear the codes.
• Set your scan tool to create a movie 

of the engine RPM, MAF and O2 
sensor signals.

• Trigger a movie while operating 
the vehicle at a safe speed, with the 
engine at 4000 or 5000 RPM for a 
couple seconds.

• Review the movie.
If the air flow is lower than expect-

ed, suspect a bad MAF, low fuel pres-
sure, plugged exhaust or a mechanical 
engine problem (camshaft timing off).

A lot of bad MAF sensors are 
found after replacing the transmission. 
The following two movies were taken 
from a 2003 Nissan Altima, showing a 
P0420 code: CAT efficiency low. The 
2nd movie was taken after the MAF 
sensor was cleaned with alcohol.

[Figure 1, ALTIMA MOVIE No. 1 
MAF vs. Oxygen Sensor]

Using Your Head to Nail Down Driveability

Problem
Check	this	System	or	
Device

Engagement
TR (Inhibitor), Strategy, 
Linkage

Late Upshifts
VSS, OSS, TPS, APP, 
MAF, EMI

Hard Shifts
Codes, EGR, MAF, 
CTS, O2 Sensor, 
Strategy

Soft Shifts/No 
Rise

MAF, Vehicle Load, 
PCM Failed 

Erratic Shifts
VSS, EMI, OSS, CTS, 
TR (Inhibitor), Strategy

Shudder
Misfire, EGR, Solenoid 
Command Fault Figure 1
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Spaceships? No, we haven’t helped repair one of those yet.
But who knows what tomorrow will bring. For more
information, give us a call.

www.transmissionkits.com

The best advice on the planet
As the technological leader in transmission repair for over
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help you troubleshoot and
solve virtually any transmission
repair problem.

The Problem Solvers.
14 Todd Court Extension, Yaphank, NY 11980
(631) 567-2000 • Fax (631) 567-2640 • Toll Free: 800-872-6649
Florida Office: 6790 Hillsdale Point, Boynton Beach, FL 33437
(561) 734-2332 • Fax (561) 734-2375
E-mail: sales@transmissionkits.com www.transmissionkits.com
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[Figure 2, ALTIMA MOVIE 
No. 2 MAF vs. Oxygen Sensor MAF 
Cleaned]

The main difference is the O2 
response. Compare the first to the second 
movie. Notice the signal is forced lean 

longer than in the first movie. This means 
the PCM reacted to the more responsive 
MAF signal and forced the mixture richer 
or leaner in response to the MAF change. 
Since the code was cleared, this vehicle 
has been driven 30 miles without the 

code reappearing.

Electromagnetic 
Interference (EMI)

The next subject isn’t a device, but a 
situation that affects other devices includ-
ing the computer, its inputs and strategy. 
Electromagnetic Interference (EMI) is 
defined as any stray signal that has an 
effect on an otherwise good signal.

EMI can come from several sources 
on the vehicle, such as the alternator, 
electric motors, pumps or solenoids; or it 
can come from outside the vehicle. It can 
trigger the computer to fire the ignition 
erratically, or cause it to miscalculate 
input signals.

And there’s no trouble code for 
EMI. If you suspect EMI, you’ll have to 
check the possible sources (alternator, 
grounds, faulty electric motors, aftermar-
ket amps, high powered communication 
signals, etc.)

One thing you can use to help track 
down EMI is a scope. The interfer-
ence created by EMI will show up on 
many electrical signals, particularly if it’s 
affecting that signal or circuit.

Misfires or EGR Problems
One of the more common conditions 

that customers confuse with transmis-
sion problems involves misfires. This 
is because a misfire can feel almost 
identical to a shudder from the transmis-
sion or converter clutch. In fact, some 
misfires only occur after the converter 
clutch applies, placing additional load 
on the engine. So the customer naturally 
assumes it’s a transmission problem.

Never ignore misfires or problems 
with the EGR system, even if it doesn’t 
set a code. If a misfire or EGR code 
does set, most manufacturers command 
higher transmission pressure to attract 
the driver’s attention.

A fault in the EGR or EGR monitor-
ing system can prevent overdrive or TCC 
operation. EGR faults can also cause 
misfires by causing lean mixtures in just 
a couple cylinders.

Customers may be concerned about 
a shudder that takes place under certain 
conditions. It can be tricky to determine 
whether you’re dealing with a lockup or 
misfire problem. In general, if the condi-
tion only shows up during TCC apply, 
suspect a converter clutch shudder. If it 
shows up after the TCC is fully applied, 

C M Y CM MY CY CMY K

Using Your Head to Nail Down Driveability

Figure 2
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suspect a misfire.
If you really want to rule out a 

misfire, there are several ignition misfire 
detectors on the market today. These 
newer testers are capable of isolating the 
specific problem on the most sophisti-
cated ignition systems. There are also 
adapters available for handheld scopes to 
enable you to examine the ignition firing 
pattern and help isolate misfires.

Remember, a misfire can be caused 
by more than just a bad electrical part. It 
could be an incorrect air/fuel ratio due 
to lean mixture, incorrect EGR flow, or 
a mechanical engine problem such as 
leaky valves. 

TEST or CHECK Mode
Some problems that only set a code 

intermittently can be a real headache to 
diagnose. To help speed up the diagnosis, 
some manufacturers, such as GM and 
Toyota, include an option in their com-
puters called TEST or CHECK mode. If 
this feature is available, it will show up 
on your scan tool menu.

What these modes do is put the 
computer in a one-trip mode for setting 
codes. It also tightens the parameters 
the computer uses to detect faults. For 
example, Toyota and Lexus vehicle track 
a TCC slipping 4 to 8 separate times 
before the MIL comes on normally; in 
TEST mode it comes on the first time. 
Using the TEST mode feature can really 
save a lot of time diagnosing this type of 
problem.

Computer Problems
If you get to a point where you’ve 

checked all the computer inputs and 
strategies, covered all the basics, checked 
for any bulletins, and reset the adaptive 
strategy, you may be looking at a bad 
computer.

Since replacing the computer is 
typically a very expensive decision, it’s 
always a good idea to double check your 
tests before condemning it. Try to bypass 
the input or output device and make sure 
the fault can’t be anywhere else.

As with any other electronic device, 
age matters. Most automotive comput-
ers have a life expectancy of about 10 
years. For example, we get lots of calls 
regarding repeat clutch burnup on GM 
trucks with 4L60E transmissions. A 
check reveals there are no codes and 
the scan tool shows the computer is 

calling for pressure rise. But there’s no 
actual current change to operate the force 
motor. Installing a new computer fixes 
the problem.

Step 5: Verify Your Repairs
The last step in any diagnosis is to 

test drive the vehicle and verify you’ve 
solved the complaint. If you fail to com-
plete this last step, you can bet your cus-
tomer will either come back upset or not 
come back at all.

A Final Thought: The future of 
transmission diagnosis is changing dra-
matically. Transmissions with valve bod-
ies controlled by external computers and 

controls are disappearing. The reason is 
simple: Less wiring equals less weight 
and less troubleshooting.

The latest designs use internal mod-
ules which include most of the sensors 
and solenoids. The only electrical tests 
are for power, ground and communica-
tion between the internal module and the 
rest of the vehicle.

Yes an internal module with all the 
sensors and devices attached will cost 
a lot more. But it’s the direction we’re 
heading, and it’s where you’ll need to be 
to stay profitable in this industry… now 
and in the years to come.
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The last eight articles in the 
Operations Manual series 
focused on the past and pres-

ent. The central idea has been to brief 
your successor on how your busi-
ness model was first conceived, tried, 
improved, and finally evolved into the 
success you now enjoy. It’s your story 
of business decisions, most of which 
were your reactions to market changes.

That’s okay as far as it goes. But 
there’s a danger here too. The fact is, 
the market is still changing… and the 
rate of change is increasing! We’ve just 
returned from ATRA’s Transmission 
Expo. We’ve been exposed (pun intend-
ed) to the greatest transmission industry 
think tank on the face of the earth. 
We’ve been reminded that:
• Hybrids will proliferate and are 

extremely complex to diagnose 
and repair.

• The future will feature electric cars 
and trucks.

• Oil will probably exceed $200 a 
barrel due to demand from China 
and India.

• General Motors and Chrysler nar-
rowly escaped bankruptcy. (Their 
future?)

• Toyota continues its advance to 
become the world’s top vehicle 
manufacturer.

• OEM companies actively promote 
their own factory remans.

• Centralized rebuilders will increase 
their market share at the expense of 
custom rebuilders.

• We’re in a deep recession with 
10% unemployment, tight credit, 
and the prospect of a jobless recov-
ery.

• More transmission techs are leav-
ing our industry than are entering 
it.

Changes of the Past
How will these realities affect your 

transmission shop? Hopefully your suc-
cessor will have the same opportunity 
to adapt to change as you did. Just as 
you overcame seemingly insurmount-
able obstacles, your next-in-command 
may face the future unafraid. Here are 
some of the major upsets that many 
of you had to face over the last three 
decades:
• The proliferation of imported vehi-

cles with “strange” powertrains.
• The shift from rear to front wheel 

drive.
• The integration of the transmission 

with 4-wheel and AWD systems.
• The change from hydraulic to elec-

tronic controls.
• The integration of electronic con-

trols with the entire vehicle electri-
cal system.

• The need for electronic diagnostic 
equipment and training in order to 
work on transmissions.

• The problem of proprietary techni-
cal information from some manu-
facturers.

• Extended powertrain warranties 
from OEMs.

• The extension of oppressive con-
sumer laws, frivolous litigations, 
and the media maligning our busi-
nesses.

If you attended the Long-Timers 
Meeting at Expo, you’d have come 
away, as I did, with a reverence for those 
of our number who made their way 
through these market changes. They 
didn’t just survive: They excelled!

Some of these long-timers were 
here when the first automatic transmis-
sions were introduced. How much more 
of a market change can you imagine 
than the shift from manual to automatic 
transmissions?

Collected Wisdom from 
Tom and Hillary

Let me introduce some collected 
wisdom from two people who should 
be familiar to you. Tom Fortune, a 
past president of ATRA, offered this 
explanation about our propensity to 
tackle new and complicated techno-
logical innovations. Tom said that the 
successful entrepreneurs in our industry 
are “those who choose to do the things 
that no one else wants to do.”

This draws us into risky, but poten-
tially profitable, business ventures. 
Such activities aren’t for the faint of 
heart. Talented transmission techs who 
are willing to solve new-to-the-industry 
problems are at the top of their trade, 
and prosper as a result. 

Preparing 
to

by Paul Mathewson

Preparing 
to Change



Vince Hall Proprietor – 
ATRA Member

1155 N. McKinley Ave., Los Angeles, CA 90059   www.evtparts.com  Tel: 866-EVT-Parts (388-7278)    Fax: 323-758-9999

We offer a wide variety of hard parts, soft parts, and converters 
to the automotive industry, attested by over 50 years of quality 
customer relations and service in the distribution of automatic 
transmission parts.

Established since 1959, we have proudly served the Southern 
California region, and now the whole United States of America
and beyond.

 

SUPPLIER
MEMBER

 

     Vince Hall             Eloise Hall      Walter Quintanilla     Rosaura Gomez

Celebrating 50 years in the 
transmission industry!
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Preparing to Change

Hillary Clinton needs no introduc-
tion. Her gem of wisdom relates to our 
problems of change. She said, “Never 
miss the opportunity that comes with a 
crisis.” Now, if you marry the wisdom 
of Tom and Hillary you have the formu-
la that has carried you (and many more 
of us) through the decades of anxiety I 
listed earlier. The crisis of any change 
in our industry presents an opportu-
nity for capable techs in our trade to 
advance, while others fade.

History Excerpts from You 
and Me

So refer to the list of changes you 
had to face in the past few decades. Ask 
yourself how you got through them. To 
get you thinking, I’ll walk you through 
a couple of these changes I had to face, 
and how I prevailed. The first I’ll select 
is the transition from hydraulic to elec-
tronic controls.

The change started with solenoid-
actuated torque converter functions on 
the Super Turbine 300 and the Variable 
Pitch TH400. Then came lockup on the 
TH125C. Rumor had it that the electronic 
ball valves of the weird Renault automat-
ics were forerunners of what would hap-
pen next, and that proved to be true. 

The rebuilder working for me at the 
time was uncomfortable with electrical 
concepts. He barely made it through the 
academic training requirements of his 
apprenticeship program because of the 
electrical portion of the course. Clearly 
his time in our trade was coming to a 
close. I offered to send him to an ATRA 
electronics course, but he wasn’t willing 
to go.

I had to hire young, tech-oriented 
people who had an affinity for physics 
and a readiness to read electronic flow 
charts. That worked.

Further, I went as a delegate from 
ATRA and as a representative from our 
local community college to Northwest 
College of Technologies in Ohio. The 
purpose was to investigate the power-
train courses being offered there with 
the potential of a liaison between that 
college and ATRA.

I was impressed with the cali-
ber of training by qualified instructors 
on the newest transmissions, such as 
the Chrysler 604. I was even more 
impressed with the distance learning 
program Northwest provided for techs 

who had computer access but couldn’t 
attend onsite training.

Early in the computer control age 
we investigated and acquired our first 
“red brick.” That was followed soon 
after by the purchase of Snap-on’s 
Vantage, which in turn was followed by 
more electronic diagnostic equipment 
and subscriptions to online services.

ATRA played a major role in keep-
ing us current and helping us solve 
computer control problems. Through 
staff changes, training, equipment 
acquisition, and professional services, 
we gained a reputation for having the 
most capable transmission technicians 
in our town. Electronic controls were 
here to stay: So were we.

Example #2
My second example of dealing with 

major change comes from the bottom of 
the list. It refers to the media maligning 
our businesses. Let me briefly tell you 
my story about our biggest business 
crisis and how we came through that 
seemingly insurmountable change. 

In 1976, we were a franchise shop. 
When the franchisor was maligned by 
the national media we were blackballed 
too. We had done nothing wrong, but 
we were perceived to be crooks and 
con artists.

When it became clear that the 
franchisor’s name was unlikely to be 
restored, I took the risky step of dis-
enfranchising myself, despite possible 
legal repercussions from the franchisor. 
It was a calculated step, but it paid off 
in spades. ATRA became my replace-
ment partner and I never looked back.

How about you? Your story of cop-
ing with change and overcoming crises 
is a story your successor needs to hear. 
Whoever replaces you needs to know 
that he (or she) can find solutions to 
maintain business success, just as you 
did. The current and future challenges 
need to be met head-on. The introduc-
tion to your Operations Manual needs 
to make this plain.

Changes Coming: (What 
Should We Do?)

Let’s go back to the list of market 
changes that were dealt with at Expo. 
All nine of them, plus any others you 
can think about, fit into one of three 
categories:

1. Technical complexity
2. Increased competition
3. Business setting (the market
 place)
These are the same three categories 

of market change we’ve been facing 
for the last fifty years… and we’re 
still here. We can equip and learn to 
fix hybrids and electric cars. We can 
compete with the OEMs and centralized 
rebuilders. We can operate alongside 
our competitors in the same, regulated 
economy and the same, government-
supervised society. 

Signing Off
I’ve hinted at answers to the 

impending changes that will confront 
the next generation of transmission 
shop owners and technicians. There’s a 
lot more to be said about these and other 
elements of the evolutionary movement 
in our industry. It may be humbling to 
admit it, but the next generation will 
prove to be just as smart as we are… 
and maybe even more so.

For now, let’s return to our 
Operations Manual and offer a good-
will gesture to the next-in-command: 
your successor. Tell him or her that this 
Operations Manual is your best effort 
at explaining how your shop got to its 
present success. It isn’t necessarily a 
formula for the long term, but hope-
fully it will help avoid mistakes in the 
short term as your successor takes the 
controls from you.

Paul Mathewson
Tel # Michigan 906 440 4600; 
Canada 705 942 2005
Email mandmtransmission@shaw.ca

PS — If this or any of the articles 
in this series has started you thinking 
about improvements to your shop’s 
operations, please call me to talk. 
ATRA has been an immense help to me 
through 30 years of independent trans-
mission shop experience, and I’m only 
too happy to reciprocate.

When it became clear that the 
franchisor’s name was unlikely 

to be restored, I took the 
risky step of disenfranchising 

myself, despite possible 
legal repercussions from the 

franchisor
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2 009 marks the fourth year of 
ATRA’s What’s Working study. 
The goal from the beginning 

was to discover what it was that made 
successful shops successful, and why 
some shops barely made it… if at all. 
So, what have we learned?

Throughout the study we surveyed 
hundreds of shops, held consumer 
focus groups and surveyed consumers 
on their preferences and buying habits; 
the most recent was the 2009 consumer 
study of 1000 participants. 

The information we learned was 
fantastic. We learned that much of the 
traditional advertising was ineffective, 
or at minimum showed no correla-
tion to a shop’s success. We learned 
that consumers overall placed a high 
emphasis on trust; they wanted some-
one they felt comfortable with. This 
ranked even higher than price in terms 
of importance. We learned that com-
munity involvement was one of the 
best ways to gain that trust and was a 
much more effective way to reach new 
customers. 

We covered these findings in past 
Gears articles and they’ve been the 
foundation of the What’s Working pro-
grams at ATRA’s Powertrain Expo. 

We also learned what didn’t mat-
ter. In the 2009 study we took a close 
look at demographics. We looked at 
city populations and incomes across 
the Country trying to see a correlation 
toward business success; there wasn’t 
any. We looked at areas hit by business 
layoffs and rising unemployment. There 
was some correlation but not what you 
might think. Figure one shows a map 
of the USA and Canada with the cities 
marked from shops that participated in 
the study. Each marker is colored based 
on that shop’s Success metric: red = 
0-5; orange = 6-10; blue = 11-15 and 
green = 16-20. You’ll notice that there 
are successful areas near areas with 
very low success.

But we went further. We looked 
at State median income, City median 
income, shop size, city population, 
years in business, and more (we cov-
ered this data in great detail during 

our Thursday Kick-off Session at this 
year’s Expo).  Regardless of the criteria 
there were about as many successful 
shops in the mix as unsuccessful.

So what have we learned? We 
learned that it’s you, the shop owner. It 
goes back to the 5 Recurring Traits of a 
successful shop owner that we discov-
ered in our first study:

1. Attitude 
2. Vision/Plan/Goals 
3. Processes and Systems 
4. Right People 
5. People of Action 

Shop owners that have these traits 
are excited about their business, they 
plan for their future, they try new meth-
ods, they don’t accept failure and they 
never give up. 

Check yourself against these traits; 
you take care of number one, and we’ll 
help you with the rest.

It’s time to put what we have 
learned into action. Stay tuned...

What’s Working

Figure 1

What Have We 
Learned by Rodger Bland

www.gearsmagazine.com

Each marker is colored based 
on that shop’s Success metric: 

red = 0-5

orange = 6-10

blue = 11-15 

green = 16-20
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“Golf is the most 
fun you can have 

without taking 
your clothes off.

  ~Chi Chi Rodriguez

The Wildhorse Golf and Country 
Club once again presented its self as a 
beautiful backdrop for this year’s Red 
Girdley Memorial Golf Tournament 
sponsored by Toledo Trans kit and 
ATRA. This event is always a great 
opportunity to enjoy a relaxing day, 
meet new friends, rekindle old relation-
ships, and engage in a little friendly 
competition. Forty golfers did just that 
on the Saturday prior to the trade show; 
an 8am shotgun start began the fun filled 
day with gorgeous views and beautiful 
weather. The excitement did not end 
with the industry golf tournament as 
the tournament’s guests were treated 
to some famous faces. Thanks to a 1st 
Tee event sponsored by the Wildhorse 
Golf and Country Club; Richard Karn 
(Al of Home Improvement) as well as 

by Roger Archer
Parker / TTK, Pace, Florida

The 6th Annual 
Red Girdley 
Memorial Golf 
Tournament
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1st Place! Lower right page 32 Ted Meyer, Maple Ridge Transmission, Maple Ridge
B.C. Canada (also longest drive winner) Ben Ganzeboom, Gazeboom

Transmission, the Netherlands, Marcelo Espinosa of Auto Especialidades,
Quito, Equador. And Vic Parra, RCP Transmission, B.C Canada.Closest to Pin: Ted Stark (& Rodger Archer)

Most Honest Golfers:  L to R: Walter Quintanilla, Bob Pattengale, 
Bryan Crosby, Vince Halland and Roger Archer
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many sport and TV personalities were 
playing golf along with the tournament 
participants. 

 The goal of this industry golf 
scramble is to bring people together; 
over 16 different companies were repre-
sented on the links this year. Competing 

in this golf tournament yields surpris-
ing results every year.  What did it take 
to win the tournament this year? The 
2nd Place score of 64 for team Jim 
Zsiros, Shawn Hailes, Danny Knight, 
and Peter Knight was a valiant effort; 
the 1st Place award went to the team 

of Marcelo Espinosa, Vic Parra, Ted 
Meyer, and Ben Ganzeboom with a 
score of 8 under par. 

The venue of a 4 man scramble 
allows anyone to participate no matter 
what the golf skill level. That’s just 
what the team of Bryan Crosby, Bob 

Exclusive
Member-Only

Credit Card Program

�e payment processor you rely on for service and stability.

Save money on your credit card processing. 
First National Merchant Solutions – an industry leader with over 50 
years experience – is pleased to o�er you an exclusive, members-only 
program.  Competitive rates.  First-rate service. Cost savings. �ese are 
just a few of the bene�ts to you and your bottom line!

Your payment processing program includes:

Call 800.354.3988 for your Free Consultation
Ask for Shayne Tobaben or Bruce Lonneman

Lee Morrell, Mike Sabori & Sam Black of 
Phoenix Automotive Core, Phoenix AZ. 

EXPO Wildhorse golf 2009

Mike Tilley and Kristie Warnke Arizona 
Trans Mach

Pattengale, Crosby Team Bosche

Robert Thompson 
WITTracy Hicks PDQ
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Pattengale, Walter 
Quintana, and Vince 
Hall did as they earned the title of Most 
Honest Team. Individual awards went 
to Craig Stark from Corteco for the 
Closest to the Pin and to Ted Meyer 
from Maple Ridge Transmissions for 
the Longest Drive award; both winners 
were given plaques and laser range 
finders. We want to thank all of the 
international participants this year; rep-
resented were the United Kingdom, the 
Netherlands, and Ecuador. The tourna-
ment concluded with the annual awards 
luncheon and door prizes that finalized 
a day filled with fun, food, and fellow-
ship. 

Parker Hannifin and ATRA work 
together to sponsor this golf tourna-
ment every year; Frank Pasley from 
ATRA said it best, “We may be compet-
itors in this industry but in this industry 
we are all family.” The participants of 
this tournament and Powertrain Expo 
have a vested interest in the future of 
the transmission aftermarket industry. 
Participating in the golf tournament and 
awards luncheon provides the perfect 
venue for people to compete on a golf 
course and the scramble format makes 
things interesting for even the best 
players. 

It is with pleasure, Parker’s pre-
mium kit brand, Toledo Trans Kit con-
tinue the eleven year run of sponsor-
ing the Red Girdley Memorial Golf 
Tournament.  Bryco, Roadmaster, 
ProSelect, and Carfel Inc are the Parker 
Division’s other well known brands. 
Parker wishes to thank all of the par-
ticipants of this years’ Red Girdley 
Memorial Golf Tournament and wishes 
to invite all golfers in our industry to 
join us on the links in 2010 at the Next 
Powertrain Expo in San Antonio, TX. 
For more information on Parker call 
800 582 2760.  For more information 
on ATRA call 866-GO 4-ATRA.

All NEW from SuperFlow, The SuperShifter PRO is the most 
advanced and user friendly shift module we have ever offered. The 
SuperShifter PRO was created to be the next generation in shifting 
modules and was also designed to be able to easily replace many 
older controllers.

This new design gives you the same controls that you are used 
to, but with many new enhancements and features. For example, 
with just a couple clicks of the mouse you are now able to edit the 
frequency range, no hidden documents necessary.

•	 Easy	to	read	on	screen		
displays	of	pressures	
(when	equipped)

•	 Individual	solenoid	controls

•	 Auto	shift	mode

•	 Simple	connection	from	tester	to	
computer

•	 Use	on	your	transmission	dyno,	
valve	body	tester	AND	solenoid	
tester

Bard & Mary Ellen Norton, Patty Richards and Craig 
Stark of TransTec by Corteco. 

Bloody Mary and 
Frank PasleyJoe Rodriguez Border

Jay Shingala 
Capital Core
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“F or the first time in the 
history of Expo…”

That single line quite 
nearly defines this year’s Expo. 
Virtually every scheduled event 
either began at a new time, a new 
locale, or was completely revamped 
until it was nearly unrecognizable 
from previous years. The result exceed-
ed almost everyones' expectations.

Expo began on Thursday evening, 
October 29th, with the kickoff semi-
nars at the top of the Monaco Tower 
in the Riviera. From that moment on, 
any concerns about attendance in this 
year of uncertain economic indicators 
floated out the window, as both the 
management and technical seminars 
played to nearly packed houses.

That was just the beginning: 
Friday morning began bright and early 
with a light breakfast and a strong 
start. The management seminars were 
once again held consecutively in a 
single room. But this year, in addi-
tion to the more familiar faces, 
 for the first time in the history of 

by Steve Bodofsky
www.atra.comFor the First Time 

in the History of 
Expo…
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Expo, Marc Slutsky from Street Fighter 
Marketing and Jay Gubrud from Jay 
Gubrud and Associates offered their 
exciting and unique marketing ideas 

for bringing more customers into your 
shop.

The management speakers, both 
old and new, were joined by longtime 

automotive trainer Terry Greenhut, 
back for the first time after a long 
absence from the Expo stage.
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ATRA's Powertrain EXPO Wrap
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Used, New & Rebuil t  Hard Par ts,  Sof t  Par ts, 

E lectrical Components & Flywheels
Order online at Slauson.com 

Offering qual i ty products from these f ine vendors :

Phone Hours: Open 7:00 am to 
5:00 pm/ PST 

Slauson Transmission Parts…
Right Part, Right Price, Right Now!

And this year, for the first time in 
the history of Expo, the technical semi-
nar program followed suit by running 
all two-dozen-plus seminars together 
in the same room. No more picking and 
choosing which seminars to attend and 
which to miss: This year every techni-
cian had the opportunity to catch every 
seminar.

But this year, for the first time in 
the history of Expo, ATRA’s familiar 
technical trainers were joined by these 
new faces: Jon Rodriguez from ATRA; 
Joe Glassford from Vested, LLC; Jack 
Rosebro, hybrid technical instruc-
tor; and Bob White from Superior 
Transmission Parts.

This year also marked the 6th 
annual Red Girdly Memorial Golf 
Tournament, contested at the world-
famous Wildhorse Golf Club.  

GEARS   December  2009 39



40	 		GEARS			December		2009

But this year, for the first time in the 
history of Expo, the tournament took 
place on Saturday morning, concurrent-
ly with the seminar programs. This may 

have cut into attendance, but it certainly 
wasn’t noticeable on the seminar floors 
on Saturday. For more on the golf tour-
nament, refer to page 32.
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ATRA's Powertrain EXPO Wrap

Untitled-1   1 9/30/2009   10:55:02 AM

There is always time for good 

drink, food and friends at Expo!
Transtar Industries hosted their annual 

industry reception on Saturday night 
(Halloween).
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Sunday morning began with a 
sumptuous power breakfast — for the 
first time in the history of Expo. And 
from there the many attendees headed 
directly over to the show floor, which 
opened in the early morning… for the 
first… well, you know.

And not just the old, familiar 
Expo. This year, for the first time in 
the history of Expo, the show floor was 
divided into two separate show areas: 
the ATRA Powertrain Expo, and the 
APRA Big “R” Show.
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Ready to Shift to a Better 
Insurance Program?

Get into Gear with 
Heffernan Insurance Brokers.

We offer:

Contact us today!

800.234.6787

www.heffgroup.com

License #0564249

ATRA program facilitated by 

Heffernan Insurance Brokers and Brant Watson.

Property/Casualty

Garage Liability/Garage Keepers

Property/Tool Coverage

Auto

Workers Compensation

Employee Benefits

Medical/Dental

Vision/Life

Disability

HR Assistance

Property/Casualty

Earl VanBuskirk
earlv@heffgroup.com

Paul Wills
paulw@heffgroup.com

Employee Benefits

Jani De La Rosa
janid@heffgroup.com

Shauna Gilbert
shaunag@heffgroup.com
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That combination made 
for some really interesting 
and valuable connections 
from both sides of the aisle. 
Most vendors acknowledged 
that they were pleasantly sur-
prised by the number of attendees who 
visited their booths. As one supplier 
put it, “I’ve been asked questions I’ve 
never heard before.” The consensus 
seemed to be that this was the best 
Expo in recent memory.

2009 was a year of firsts for Expo. 
And the dramatic success that these 
firsts provided has left us all with a 
new appreciation for Expo and what 
it can provide for the industry and 
our Association. We’ll look forward to 
seeing you next year in San Antonio, 
Texas… for the first time in the history 
of Expo!
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ATRA's Powertrain EXPO Wrap



2010 ATRA Powertrain Expo
September 9 - 11      San Antonio, TX
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If you’re like most people, chances 
are you own something you really 
didn’t need and don’t know why 

you bought it.
Chances are you ran into a profes-

sional salesperson. You didn’t stand a 
chance once you walked into the store. 
And you loved the experience. You left 
feeling great, you’re going back, and send-
ing your friends and family there, too. 

A sales system is something that 
every business needs to have in place. 
In the last issue of GEARS we talked 
about the telephone and how important 
it is to invite the customer in. You did 
that, and now the customer is at your 
shop. You have thousands of dollars 
worth of equipment to examine the 
car, you have a system for checking it, 
you’ve made the right diagnosis, and 
now it’s time to explain what the car 
needs. In other words, it’s time to make 
a sale.

This is where the trouble begins. 
Because the customer doesn’t want to 
buy a transmission; nobody does. They 
want to buy a new plasma television or 
take a vacation, not buy a transmission. 
How do you overcome that and put the 
odds in your favor for making a suc-
cessful sale?

You use a sales system that includes 
a sales presentation and a plan for over-
coming objections. You have a system 
for answering the phone and checking 
cars. Now it’s time to talk to the cus-
tomer, but you don’t have a system for 
selling the work. A real system… one 
that helps customers make an informed 

decision, and makes them feel good 
about it.

What is a sales system? It’s a path 
to follow so you don’t lose your way 
during the sales process. It incorporates 
a lot of different things to make it work. 
You have a sales cycle that starts with 
building rapport; fact finding. What 
are the customer’s needs? What is the 
solution? Are you building value and 
interest?

Did you ask for the sale? You have 
to do that before you close the sale. If 
the customer says yes, did you resell 
him on his decision? A lot can happen 
in a short period of time.

Did you ever have anyone say 
no? What did you say; “okay”? No, it 
isn’t okay. Why? Because they didn’t 
say yes. The question is, why did they 
say no? Did you try to overcome the 
objection? Did you listen… agree… 
and restate the objection to the cus-
tomer? Did you probe and isolate the 
objection? Did you try to overcome the 
objection and then do an assumptive 
close?

A lot is happening very quickly; 
that’s why a professional sales system 
is so important. What about the cus-
tomer’s buying emotions? Did you pick 
up on any of those? Love… Pride… 
Profit… Fear… Need? Which ones 
applied to this customer? It wasn’t 
profit; he wasn’t looking for the cheap-
est price… customers very seldom are. 
That’s just an easy excuse when you 
lose a sale. 

Each sale has to go through a 
process. There are three basic reasons 
people don’t buy:

 1. They don’t like you.  
 2. They don’t need it. 
 3. They can’t afford it. 

No sales presentation will help 
much with the first one; that’s on you.

It’s important to have the whole 
package ready when you’re making a 
sale. You want a complete sales pre-
sentation, with the sales cycle built in 
so you don’t miss anything. You should 
have a plan for overcoming objections; 
that way, when you’re talking to the 
customer, you can really pay attention 
to see what type of buyer he is. This is 
where the buying emotions come into 
play.

Bottom line: Never try to make a 
sale without a sales system and presen-
tation, and a process for the customer 
who says no. You need to overcome the 
objection because you have too much 
to lose if you don’t. If you’ve been 
to sales seminars over the years, you 
probably have a sales presentation in 
your books. Get it out. It’s a great tool: 
Use it. You’ll soon tailor it to fit your 
personality, and your sales and profits 
will increase. 

George Rakes is the general man-
ager for Certified Transmission. He’s 
been with Certified for 25 years. You 
can reach George at 913-901-9600 or 
grakes@certifiedtransmission.com.

Why Did I Buy That?
by George Rakes, 

General Manager; 
Certified Transmission

A lot is happening very 
quickly; that’s why a 

professional sales system 
is so important. What 
about the customer’s 

buying emotions? Did you 
pick up on any of those? 



200 of your fastest moving
transmissions in stock WITH NO UP FRONT COSTS

As a distributor for Certified transmission you
will never be stuck with inventory you can’t sell!
Any part of your inventory can be returned at
any time. Whether it’s been 30 days or 30
months, the inventory is 100% returnable.

� An exclusive protected territory

� A no-fault, nationwide warranty even on
carryout units

� 5,000 transmissions and transfer cases just
a phone call away

� Reduce or EVEN ELIMINATE Parts and
Rebuild Costs

� Turn your lifts over 2 or 3 times per day

� Free use of the copyrighted and proprietary
Certified Transmission Vehicle Specific
Lookup ID system

Call Terry Cash at

800-544-7520 ext.170

Join the Network of Success

Akron, OH Waterloo Transmission 800-824-6689
Baltimore/
Washington DC Glen Burnie Transmission 410-766-8500

Boston, MA Metro Transmission Distributors Inc 800-891-5508
Casper, WY Auto Dynamics 307-266-1308
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to new products and improved availability since
becoming a proud Certified Transmission distributor
in January 2008. Technician productivity at our
install shops is through the roof! Doing business
with Certified is simple and their people are
fantastic! Certified’s look-up system, online
ordering, tech support, core return and warranty
processes are outstanding.”

Mark Nilson, owner

www.certifiedtransmission.com
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Just because we write an arti-
cle about a common problem 
doesn’t mean we stop research-

ing it: In the September 2009 GEARS 
article, A Flash from the Past, page 14, 
we looked at a slip in the 4F50N in 2nd 
or 3rd gears, and burnt 2nd and 3rd gear 
clutches.

We traced the problem back to 
the Capacity Modulator Valve spring. 
Replacing the spring with an aftermar-
ket spring fixes the problem.

We’ll we’ve found the part num-
bers for those springs in kits from three 
common aftermarket kit manufactur-
ers:

What’s more, we’ve since discov-
ered another condition that can cause 
the same problem: The intermediate 
clutch piston sometimes cracks along 
the edge where the rubber seal meets 
the steel. This crack is almost impos-
sible to see, and if you don’t know to 
look for it, you’re likely to miss it dur-
ing a rebuild.

You can order a new piston from 
Ford, part number 4F1Z-7E005-AA.

With the new, aftermarket Capacity 
Modulator Valve springs in place, and a 
new intermediate clutch piston, you 
can be sure you have those 2nd and 3rd 
clutch problems fixed, and fixed right.

More on the 
4F50N

Figure 1

by Mike Souza
www.atra.com

Superior .......... kit K084

Sonnax ......spring 96201-27

RatioTek ......kit RT4F50N

Figure 2

Figure 3

September 2009 GEARS article, A Flash from the Past, page 14
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ATRA is more than just tech sup-
port — it’s a business services 
organization. There are many 

benefits of membership with ATRA 
besides technical services. However, 
some of these additional benefits of 
ATRA Membership are unknown by 
members or are not taken advantage 
of in full.

Described in detail below are ben-
efits available to ATRA members and 
how the product or service can effec-
tively be used for your benefit.

Getting Customers
Extra efforts on our part have been 

made to generate more public knowl-
edge of ATRA and its members. Some 
of these extra efforts have been devel-
oping the online presence and generat-
ing more traffic to the ATRA website, 
specifically the Shop Finder page. 

The Shop Finder on the ATRA 
website draws thousands of unique 
users monthly looking for a trustwor-
thy automotive business to take their 
vehicle to for repairs.

ATRA members are automatically 
included in the Shop Finder with all 
contact information, including phone, 
email and website. Just one customer 
referral from our website per year will 
more than cover the cost of your annual 
membership dues. This alone is a huge 
benefit for membership, but there are 
still many more.

Staying Current with Tech
In the past, ATRA has focused 

mostly on technical support, and we 

continue to offer the best tech support 
system in the industry, backed by the 
most knowledgeable technicians. Yet 
as the needs of the association members 
evolve, ATRA evolves as well.

• ATRA Technical Seminars pro-
vide up-to-date information on cur-
rent vehicles you see in your shop. 

• ATRA’s Powertrain Expo is a 
continuous technical seminar with 
the industry’s most sought-after 
speakers covering the most timely 
topics. 

• ATRA’s Testing & Certification 
program has been updated with a 
new test this year and is offered 
FREE for members. 

• GEARS Magazine is published 
nine times a year with several 
technical articles in each issue dis-
cussing topics such as rebuilding, 
electronics and diagnosing. ATRA 
members have access to archives 
of these articles online.

• The ATRA BookStore offers many 
manuals on rebuilding procedures, 
diagnosis and past seminar and 
Expo manuals as well. 

Options for Your 
Customer

While franchise shops have war-
ranty options available to them, inde-
pendent shops are left to fight for work 
against their franchise competitors. 
With ATRA’s Golden Rule Warranty, 
rebuilder members can offer a nation-
wide warranty to their customers in 
terms of one, two and three years, 
allowing them to compete with dealer-
ships.

Offering a warranty isn’t always 
going to be the only reason a customer 
chooses your shop. It’s definitely a 
plus, but customers also want to have 
options for payment. Using either of the 
two credit card companies that pro-
vide services at a discount for members 
is a sure way to get their business. The 
consumer financing benefit offered by 
ATRA is also an important purchase 
consideration for your customers. 

Taking Care of Your 
Employees

Preparing your employees for the 
potential work they will be facing is an 
important responsibility for shop own-
ers. Sending your technicians to events 
presented by ATRA is highly recom-
mended for your business. Not having 
educated employees means not being 
able to deliver the best results for your 
customers. 

ATRA’s online technical sup-
port is the most thorough and readily 
accessible one of its kind available. 
Thousands of bulletins, manuals, ref-
erence materials and calculators can 
assist your technicians with getting 
their job done. ATRA’s tech support is 
as important as the tools they have in 
their toolbox.

Providing your employees with 
clean uniforms not only aids them, but 
also enhances your shop image and 
credibility. Using the Uniform Benefit 
Provider, your employees will have 
the peace of mind of having clean uni-
forms for work without the extra hassle 
of keeping them clean themselves. 

Using ATRA 
Membership for 
YOUR Benefit

by Kelly Hilmer
www.atra.com

MEMBERSHIP MATTERS
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Besides ensuring your employees’ 
technical knowledge is up–to-date, tak-
ing care of your employees and their 
families is what creates loyalty. By 
offering health insurance and wellness 
plans with the benefit providers ATRA 
partners with, your employees and their 
families will be healthier and therefore 
miss less work time.

Protecting Your Shop
ATRA is here to provide protection 

for your shop as well as tech services, 
warranty services and help you find 
new customers. With ATRA’s What’s 
Working Forums, finding information 
from other members in the industry is 
easily accessible through your email. 
Simply post a question and within 
a short period of time, you’ll have 
answers from many different members 
experiencing similar issues in their 
businesses. Brainstorming helps you 
realize you are not alone and that 
you’ve got the backup support needed 
to be successful.

All businesses would be fool-
ish not to have some sort of liability 
insurance, especially in the automotive 
industry where customers are perceived 
as more skeptical. While displaying 
your membership and affiliation with a 
professional association such as ATRA 
helps build your credibility, protect-
ing yourself and your business with 
liability insurance is a good investment. 
The same benefit provider that offers 
health insurance for your employees 
also offers a liability insurance program 
for your shop. Your shop qualifies to 
receive discounts from these providers 
simply by being an ATRA member.

Additionally, with the check veri-
fication and debt collection providers 
that ATRA offers, your income is pro-
tected. When you’ve paid your employ-
ees and for the parts to repair vehicles, 
you need not worry if a customer has 
not paid or has written a bad check.

Issuing a warranty has its benefits 
when you are able to provide your 
customer with peace of mind that 
their vehicle is covered. However, 
sometimes the vehicle may break 
down out of your area. While the new 

Golden Rule Warranty procedures 
include involvement with ATRA 
technicians on the diagnosis and timely 
repair, occasionally an inspection is 
necessary to determine the failure of 
the repair. Ordering an inspection of 
your customer’s vehicle while it is 
at another shop for repairs is another 
benefit for ATRA members. ATRA 
monitors the inspection process 
and will receive a full report 
from the inspection company, 
complete with photos 
and details relating to 
the teardown. The 
inspection can 
usually take 
place the 
d a y 

after it 
is ordered to 
ensure your customer 
is not stranded out of town 
without their vehicle.

Discounts
Many of the aforementioned 

products and events are available for 
those who are not members of ATRA. 
However, members receive discounts, 
typically saving members up to $100 
on event registrations and 10% on all 
BookStore purchases.

Plus, Supplier Members of the 
association have the option to participate 
in the P3 program that offers their 
products or services to fellow ATRA 
members at an even greater discount.

Websites can be expensive to set 
up. When you are looking for a design-
er, you have to factor in the cost of 
the website design, programming, host-
ing and domain name purchase. With 
ATRA’s Shop Website program avail-
able exclusively to ATRA Members, 
your shop can have an internet presence 
for as little as $10 per month with a 
one-time set-up fee of $150. Plus, the 
websites have been designed with trans-

mis-
s i o n 

shops in 
mind. The 

template and 
color theme are 

fully customized 
for your shop and 

we include the host-
ing, design, maintenance, 

future upgrades and domain 
name at no additional cost. 

You can’t find a better product 
for a better price anywhere.

Take Advantage of These
ATRA has provided the following 

helpful tools for your business. Details 
below describe the feature and the 
online link for you to get more infor-
mation.

• Shop Finder – Having your shop 
listed in ATRA’s online member 
directory gives your shop visibility 
when consumers are searching for 
shops in your area. www.atra.com/
shopfinder

• Tech Seminars – ATRA’s annual 
seminar program which visits more 
than 20 cities each year. www.atra.
com/seminars

• Powertrain Expo – ATRA’s annu-
al conference incorporating techni-
cal and management programs for 
technicians and owners as well 
as hundreds of exhibitors offer-
ing products and services for the 
industry in the exhibit hall. www.
atra.com/expo

• Testing & Certification – Get 
ATRA certified in three different 
areas with the ATRA T&C pro-
gram. www.atra.com/certification

• GEARS Magazine – The industry 
magazine sponsored by ATRA and 
available for FREE to all ATRA 
Members. GEARS offers nine 
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issues per year packed 
with technical, manage-
ment and special interest 
articles. Industry news and 
events as well as ATRA 
News are all part of this 
worldwide publication. 
www.gearsmagazine.com

• BookStore – Order books 
and membership supplies 
through ATRA BookStore. 
ATRA Members receive 
discounts and orders can 
be place by phone (800) 
428-8489 or online at 
www.atrabookstore.com

• Golden Rule Warranty 
– ATRA’s Golden Rule 
Warranty is a nationwide 
inter-shop warranty plan 
ATRA Rebuilder Members 
may offer to the motoring 
public. With ATRA’s assistance 
you can help your customer across 
the country if their vehicle requires 
additional repairs. www.atra.com/
grw

• Inspection Service – occasion-
ally repairs in other member shops 
may be so complex that an inspec-
tion becomes necessary. Contact 
ATRA to order an inspection with 
a detailed report including photo-
graphs. www.atra.com/inspections

• What’s Working Forums – Join 
discussion groups with other indus-
try professionals on topics relating 
to tech, management and industry 
news. www.atra.com/ww

• Preferred Pricing Program (P3) 
– Receive discounts from ATRA 
Supplier members that offer special 
rates on products and/or services 
through the P3 program. www.atra.
com/p3

• Tech Support – The industry’s fin-
est technical services are available 
only to ATRA members. Receive 
monthly bulletins, eNewsletters 
and access to ATRA’s Fix-it Forum 
as an ATRA Member. Go to www.
atra.com, login, then click the tech 
support button to enter the Support 
Center.

ATRA Benefit Providers are a 
variety of different companies that pro-

vide services to ATRA Members at 
discounted rates.
• Credit Card – Citibank and First 

National offer credit card process-
ing services. ATRA credit card pro-
cessors are handled through these 
same companies. www.atra.com/
creditcard

• Consumer Financing – Car Care 
One offers consumer financing so 
repairs can be funded. Currently 
we are working on adding addi-
tional companies to this program 
for more finance options. www.
atra.com/financing

• Health Insurance – Heffernan 
Insurance provides healthcare for 
your shop to protect you and your 
employees from costly healthcare 
expenses. www.atra.com/healthin-
surance

• Liability Insurance – In addi-
tion to health insurance, Heffernan 
Insurance also provides garage 
liability insurance. Contact them 
direct for your member rates. 
www.atra.com/liabilityinsurance

• Check Verification – Transworld 
Systems, Inc. has provided ATRA 
members with their services for 
several years. Offer instant approv-
al for your customers’ checks and 
have peace of mind for guaranteed 
payment if a check bounces. www.
atra.com/checkverification

• Debt Collection – Transworld 
Systems, Inc. provides yet another 
powerful service in debt collection 
by offering a fixed fee with a suc-
cess rate of more than triple that 
of the industry average. www.atra.
com/debtcollection

• Uniform Provider – Arrow 
Uniform provides uniforms for 
automotive companies. With their 
weekly service of cleaning and 
repairing uniforms, your employ-
ees will always have the profes-
sional image your shop requires. 
www.atra.com/uniforms

ATRA Delivers
ATRA is more than a technical 

service. ATRA offers discounts on a 
wide range of services targeted to your 
business needs. You can save more 
than the cost of your member dues by 
taking advantage of just a few of these 
services.

To take advantage of these features 
and benefits of ATRA Membership, 
become a member of ATRA by visiting 
www.atra.com/join.

Using ATRA Membership for YOUR Benefit





What would you say if we told you that you could 
expand your business and your bottom line by 
making a few simple changes in your shop.  
You would probably ask how, right? The fact is 
that as the transmission landscape changes, 
many shop owners are looking for the answer to 
that exact question.  that exact question.  

  
  

  

 
automatically communicate to customers 
via email, postcards, and text-messaging 7 
days before their vehicle is due for 
manufacturer sugggested maintenance.  
Through this seamless integration, you’ll 
have a simple and pain-free way to leverage have a simple and pain-free way to leverage 
the data that’s already in your shop 
management system to get the most out of 
your communication efforts. 

 
 

*estimated

Paid Advetorial
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ATRA Honors Transtar’s 
Monte Ahuja

On October 30th, ATRA’s CEO 
Dennis Madden honored Transtar 
founder Monte Ahuja with a lifetime 
achievement award at the Wynn in Las 
Vegas. Monte retired after more than 
30 years of service to the transmission 
industry.

The occasion was a closed retire-
ment ceremony for Monte’s closest 
friends, business associates and fam-
ily. During his presentation, Dennis 
acknowledged the indelible footsteps 
that Monte had left on our industry.

Dennis got to know Monte during 
a visit to Transtar’s corporate headquar-
ters in Cleveland, Ohio. This was where 
Dennis was first introduced to the Six 
Sigma business model; a model he’s 
embraced in his own management style.

Monte formulated his business 
model as a senior project for his busi-
ness thesis while earning his MBA 
from Cleveland State University. His 
concept? To provide transmission repair 
shops with a regular source for parts 
and supplies, instead of trying to main-
tain an inventory.

It was an idea whose time had 
come, as more and more transmissions 
were being introduced to the market. 
And it’s one that’s proved successful, 
thanks primarily to Monte’s underlying 
goal of serving his customers. “I don’t 
want your order; I want your business,” 
is his oft-repeated philosophy.

So it was only fitting that the 
industry he’s served for so many years 
honor Monte with a lifetime achieve-
ment award. Thanks, Monte; you may 

have moved on, but your influence will 
be felt for years to come.

Sonnax Introduces 
TF-60SN K2 Clutch 
Seal Ring Sleeve

The OEM K2 clutch seal ring 
sleeves often become loose and 
rotate on the case snout on VW/Audi 
09G/09K/09M and BMW/Mini 6F21A 
transmissions.

The sleeve rotation restricts K2 
clutch oil flow, often causing a 3-4 slip 
or complete loss of 4th gear.

The Sonnax K2 Clutch Seal Ring 
Sleeve, Sonnax P/N 15759-01K, offers 
an increased press fit, and an anti-
rotation pin for added insurance. This 
simple part salvages expensive cases, 
offers greatly improved durability, and 
is easily installed without special tools 
or machining.

For more information on this or 
any other Sonnax kits, visit them on 
line at www.sonnax.com.

LUBEGARD® Launches 
the 6th Edition All-Star 
Redemption Program!

LUBEGARD® by International 
Lubricants, Inc. (ILI) announced 
the official launch of its 6th All-Star 
Contest ending this coming Valentines 
Day, February 14, 2010.

“The LUBEGARD ALL STAR 
Contest has been very popular over 
the years with technicians around the 
world,” says Kristen Clark, market-
ing manager for ILI. Clark explains 
that this will be the last chance to turn 
in any LUBEGARD All-Star redemp-
tion stickers, no matter how old, but 
only until February 14th. “We’re tell-

ing them to cash ‘em in now for great 
prizes, such as Visa® Gift Cards, or kiss 
them goodbye!” says Clark. 

All LUBEGARD®, Dr. Tranny®, 
Squeak Relief®, Pro II 9000™ and 
Kool-It® products have LUBEGARD® 
All-Star stickers affixed to them. Obtain 
the official LUBEGARD® All-Star 
redemption forms directly from ILI 
at the newly designed web site, www.
Lubegard.com, via the new “Technicians 
Corner” on the home page. “This is our 
way of rewarding our loyal custom-
ers for making us who we are today,” 
said Frank Erickson, president and 
CEO, “You’re always a winner with 
LUBEGARD®!”

For more information on 
LUBEGARD®, KOOL-IT®, Squeak 
Relief®, Pro II 9000™, Zero®, Power 
Shield™ or Dr. Tranny® products, 
contact ILI, 7930 Occidental South, 
Seattle, WA 98108. Call toll free (800) 
333-5823 (LUBE) or visit the web site 
at www.Lubegard.com.

CORTECO Introduces
Toyota A750F
Adapter Housing Seal

CORTECO is pleased to announce 
a new adapter housing seal for the 
Toyota A750F. TransTec® part num-
ber B37112 will fit the 2003-up Lexus 
GX470, Toyota 4-Runner and FJ 
Cruiser, the 2005-up Tacoma, the 2005-
06 Tundra and the 2005-08 Sequoia.

The current adapter housing 
seal, B29772, fits both the 2003-up 

POWERTRAIN INDUSTRY NEWS
GEARS does not endorse new products but makes this new information available 
to readers. If you have a new product, please email the press release information 
with applicable digital photo or drawing to fpasley@atra.com or send by mail to 
GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.

Collect & CA$H 

LAST 
CHANCE!!

LAST 
CHANCE!!

Dennis Madden, ATRA CEO and 
Monte Ahuja, Transtar Industries, Inc.
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Lexus LX470 and the 2003-07 Toyota 
Landcruiser.

Both seals will be included in 
all A750E/F kits with a date code of 
9/21/09 and later.

In 2007, the Toyota Tundra was 
built using a different seal, which will 
be sold in bulk only. For these units 
order TransTec® part number B29606 
separately.

For more information, visit the 
TransTec web site at www.Transtec.
com.

VBX Releases New 
VW 09G (TF60) 
Valve Bodies

VBX is proud to announce the 
immediate availability of their guaran-
teed remanufactured valve bodies for 
the Volkswagen 09G/TF60 SN Series.

According to company president, 
Tim LaCerra, “The valve bodies in 
this series contain the latest Sonnax 
updates, and, as always, are completely 
tested and guaranteed.”

For additional information, please 
contact VBX toll free at 1-866-2GET-
VBX or visit them on the web at www.
valvebodyxpress.com.

Lemförder Introduces 
Genuine Technology 
Steering and Suspension 
Program 

ZF Services, the strategic aftermar-
ket business unit of ZF Friedrichshafen 
AG, announced the launch of the 
Lemförder Steering and Suspension 
program for North American vehicles. 
The initial program includes 54 genu-
ine technology parts built to OE-spec, 
including steering tie-rods, suspension 
stabilizer links, suspension ball joints 
and control arms. 

“The new program increases our 
reach to the service community-at-large 
by offering OE-quality chassis replace-
ment parts designed for performance 
and durability,” said Tim Corcoran, 
president and COO, ZF Services North 
America. 

ZF Services NA currently provides 
remanufacturing work on ZF transmis-
sions and driveline components, along 
with a full line of replacement parts 
from SACHS, ZF Parts and Stabilus. 

For more information visit ZF on 
line at www.zf.com.

Precision International 
Upgrades Certification 
to ISO 9001:2008

Precision International is pleased 
to announce that, as a result of their 
triennial assessment performed under 
the strict guidelines of Underwriters 
Laboratories (UL DQS), their ISO 
Certification has been upgraded to ISO 
9001:2008.  Precision International has 
been an ISO certified company since 
January 2000.

Precision International’s vice pres-
ident Frank Miller said, “We are proud 
of this accomplishment; it is a direct 
result of our continued commitment 
to provide our customers with the best 
products and service available.”

To learn more about Precision 
International, visit them on line at www.
transmissionkits.com.

New Dye Kit for Hybrid 
A/C Systems

Tracer Products has introduced the 
Tracerline® TP-3812 Hybrid Vehicle 
A/C Dye Injection Kit, featuring a new 
dye specially formulated for use in all 
hybrid vehicles.

At the heart of the kit are three 

Tracer-Stick® capsules filled with a 
concentrated, co-solvent-free, POE 
fluorescent dye with a unique additive 
package blended exclusively for hybrid 
A/C systems. The capsules are indi-
vidually wrapped in a foil pouch with a 
desiccant bag to seal out moisture.

The kit also includes an R-134a 
hose/coupler with check valve, a purge 
fitting, a purge capsule, and a service 
fitting for either a gauge manifold or 
recovery unit.

To add the dye, simply connect one 
end of the hose to the R-134a low-side 
system service port and the other end 
to the refrigerant source. The dye and 
refrigerant are injected together, yet no 
residual dye is left in the hose to absorb 
moisture. 

Wherever the refrigerant escapes, 
so does the dye. When scanned with a 
high-intensity Tracerline® UV or blue 
light inspection lamp, the leak sites 
glow a bright yellow-green to reveal the 
exact source of all leaks. 

For more information about the 
Tracerline® Hybrid Vehicle A/C Dye 
Injection Kit, call toll-free 1-800-641-
1133.  Outside the United States and 
Canada, call 516-333-1254.  Web site 
at www.tracerline.com.

Adapt-A-Case Introduces
the New Seal Buddy

Plastic seal drivers are pricey and 
don’t last.

Adapt-A-Case has developed this 
10-piece set with tougher driving heads 
milled from aluminum. Each is per-
fectly sized featuring a groove with an 
o-ring, retaining it firmly in the driver.

The Seal Buddy includes two driver 
handles carved from steel. Intentionally 
hollowed, two lengths allows for seal 
replacement on assembled transmis-

Plastic seal drivers are pricey and don’t last.

The 4T40E uses one of the most challenging axle seal designs.
We make it easy!  With one application-specific head, the inner sleeve and outer
axle seal are driven at the same time to ensure a proper and leak-free conclusion.

GM  -  Ford  -  Chrysler
Transmission Torque Converter & Axle Seal Driving Set

New
!

The Seal Buddy includes (8) milled aluminum driver heads with (2)
different-length driver handles carved from steel.  The shorter is
intended for in-car axle seal replacement, the longer allows
converter seal service on assembled transmissions.

Ford
AXOD

AX4S AX4N
CD4E

Chrysler
A404
A670
A604

GM
440T4 4T60E
4T65E 125/C

4T40E

The Seal Buddy handles all of these FWD applications!

We've developed this 10-piece set with tougher driving heads
milled from aluminum.  Each is perfectly sized featuring a groove
with an o-ring, retaining it firmly in the driver.

The Seal Buddy includes two driver handles carved from steel.
Intentionally hollowed, two lengths allows for seal replacement on
assembled transmissions for a quick repair.  The shorter for axle
seals in-car, the longer for torque converter seals.

Expandable - more applications will become available with market
demand.  You'll be able to purchase new driver heads on an
as-needed basis! The Seal Buddy replaces $100's worth of
inferior plastic drivers.  As a final touch, we've included a durable
case with placement for each piece; promising organization and
nick-free storage when not in use.

Answering challenges with profitable solutions.

www.Adapt-A-Case.com

- -
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sions for a quick repair. The shorter 
handle is for replacing axle seals in-car; 
the longer is for torque converter seals.

Seal Buddy is expandable: more 
applications will become available with 
market demand. You’ll be able to pur-
chase new driver heads on an as-needed 
basis! The Seal Buddy replaces $100’s 
worth of plastic drivers.

As a final touch, we’ve included a 
durable case with placement for each 
piece; promising organization and nick-
free storage when not in use.

For more information, visit Adapt-
A-Case on line at www.Adapt-A-Case.
com.

SuperFlow Technologies 
Group Launches New 
Web Site

SuperFlow (SF) has announced a 
major upgrade of their corporate web 
site: www.superflow.com. 

SuperFlow.com provides detailed 
information on SF’s complete line of 
industry-leading automotive testing 
technology and equipment, includ-
ing engine and chassis dynamometers, 
flowbenches, electronic accessories/
software, and transmission testing and 
remanufacturing equipment. The site 
is also home for all transmission test-
ing products marketed under the Zoom 
Technology brand (SuperFlow pur-
chased Zoom earlier this year).

A new, improved navigation bar 
makes it much easier to search and 
access product information and speci-
fications by model. A “New Product” 
section keeps customers constantly 
up-to-date on new technologies and 
upgrades. Special product promotions 
are also a regular feature throughout 
the year.

In addition, the site is designed 

to help engine and transmission dyno 
customers locate SuperFlow facilities 
around the world (SuperFlow facilities 
are asked to contact SF if they want 
to include their locations on the web 
site).

ZF Services North 
America to Open Wind 
Turbine Gearbox Service 
Center 

As the renewable energy industry 
continues to expand, ZF Services, the 
strategic aftermarket business unit of 
ZF Friedrichshafen AG, will open a 
wind turbine gearbox service center at 
its Vernon Hills, Ill. facility in 2010. 

While this is a new endeavor for ZF 
Services in North America, the Vernon 
Hills facility will mark the company’s 
third global wind energy location, fol-
lowing Nottingham, United Kingdom 
and Dortmund, Germany. 

The Vernon Hills facility currently 
serves as the aftermarket center for ZF 
in North America. Opened in 1992, 
the 289,000 square-foot facility houses 
business operations, remanufacturing 
and a state-of-the-art distribution cen-
ter. 

“ZF was originally founded in 
1915 to develop transmissions for the 
Zeppelin airships in Germany. This 
knowledge, combined with years of 
experience in the passenger car, com-
mercial vehicle, off-highway, marine 
and aviation industries makes the addi-
tion of wind turbine gearbox service 
a natural fit for ZF Services North 
America,” said Tim Corcoran, presi-
dent and COO, ZF Services North 
America. 

For more information visit ZF on 
line at www.zf.com.

 TACH Technical: Your 
Total Automotive Tech 
Support Service

Sometimes you just need a little 
help…

Today’s highly charged, com-
petitive environment has forced many 
shops to expand their services to remain 
afloat. Now more than ever, techni-
cians find themselves fighting their 
way through uncharted waters.

All that’s about to change… 
because now there’s TACH Technical… 
a new service to help your technicians 
keep up to speed with those difficult 
diagnostic challenges.

Longtime technical consultant 
Brian Workman brings nearly 40 years 
of experience and training to the table, 
including over three decades as a techni-
cal advisor for two of the largest repair 
chains in the world. And he’s putting 
that experience to work for you.

TACH Technical will help you 
work through any one problem — big 
or small — on any system for just 
$39.95. That’s it: Just a flat, per-prob-
lem charge to work hand in hand with 
one of the most sought after technical 
minds in the country.

Struggling with a problem? Call 
TACH toll free, at 1-888-221-7406 and 
leave a message. He’ll call right back 
and help you work through that prob-
lem in no time. And if it takes more 
than one call, that’s okay: You won’t 
pay a cent more for that problem no 
matter how many calls it takes.

TACH Technical also offers sub-
scription services that include unlim-
ited access to the TACH Hotline, online 
resource at www.TACHTechnical.com, 
and free email updates, all for one low 
rate. Call or stop by the web site for 
details, and let TACH Technical keep 
you up to speed… call today!

Axiom Automotive 
Technologies 
Acquires Certain Assets 
of Ready Built

Axiom Automotive Technologies, 
Inc. (Axiom) announced today that it 
has acquired certain assets of Ready 
Built of Montgomery, Alabama. Both 
businesses serve the United States 
Postal Service (USPS) by providing 
drivetrain components to the captive 
USPS Vehicle Maintenance Facilities.

Axiom’s president, Scott Dalenberg, 
states, “We are convinced that the com-
bination of our two companies will 
provide the highest value and outstand-
ing service to the United States Postal 
Service. We believe that this move will 
help us be the best possible business 
partner to the USPS.”

You can visit Axiom and Transtar 
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Industries on line at www.Transtar1.
com.

Corteco Introduces 
4T65-E Rubber-Coated 
Channel Plate Gaskets

Corteco is pleased to announce 
the availability of rubber-coated metal 
channel plate gaskets for the GM 4T65-
E transmission.

These rubber-coated metal channel 
plate gaskets have been designed to 
help eliminate gasket blowouts caused 
by reduced bolt load along with warped 
channel plate and case castings.

TransTec® part numbers B36480 
and B36481 are easier to align during 
installation and are now a featured item 
in all TransTec® 4T65-E overhaul kits 
with date codes of 10/07/09 and later.

For more information on this or 
any other TransTec kits, visit them on 
line at www.TransTec.com.

ZF Services North 
America Integrates 
Operations and Expands 
Reach In 2009 

For ZF Services North America, 
the strategic aftermarket business unit 
of ZF Friedrichshafen AG, 2009 marked 
a year of achievements, including new 
business, increased investment, and the 
merger of ZF Trading North America, 
LLC and ZF Sales & Service NA, LLC, 
announced last year. The company is 
also undertaking a 129,000 square-
foot expansion of its Vernon Hills, IL, 
facility, and entering the wind turbine 
gearbox service field. 

Two of the key achievements during 
2009 were the newly established relation-
ships with CARQUEST and O’Reilly/
CSK as SACHS clutch vendors. 

“These contracts are a significant 
accomplishment for us, as it clear-
ly demonstrates our ability to work 
together as one company following the 
merger,” said Tim Corcoran, president 
and COO, ZF Services North America. 

ZF leadership supported the 
expansion with capital and personnel 
investments and was intent on retain-
ing employees. To reach this goal, ZF 
offered all fulltime employees at the 
Sheffield Village and Westlake, OH 
locations positions at the Vernon Hills 
headquarters. 

The expansion is expected to be 
completed in 2010, and will mark the 
third global wind energy location for 
ZF, following Nottingham, United 
Kingdom and Dortmund, Germany. 

For more information visit ZF on 
line at www.zf.com.

Bob Chernay: The 
Passing of an Icon

by Steve Bodofsky
This past October, just as most of 

us were preparing for our annual trek to 
Expo, the news made its way through 
the back channels: Bob Chernay had 
passed away.

For longtime industry members, 
the name is enough… because Bob 
Chernay was quite literally an icon of 
the transmission repair industry.

Beginning back in the 1960s, Bob 
helped transform the early ATRA into 
the international association it is today. 
His work as one of the earliest technical 
directors of ATRA set the standards for 
the leaders who followed.

Later, Bob moved on to create 
ATSG, placing his mark on both lead-
ing transmission repair services, on 
each side of the continent.

Dennis Madden wrote in this 
issue of GEARS (From the CEO page 
2)about just how much of an influence 
Bob was to him, and how he cher-
ished Bob’s good wishes when he took 
over the helm of the ATRA Technical 
Department.

Bob’s travel through the industry 
is long and storied. And his passing is 
truly one of an icon who helped pave 
the way for those who would follow in 
his footsteps.

Avoiding the Yellow 
Pages Money Pit

By Thom Tschetter
Now Available in the ATRA 

Bookstore
ATRA has just announced the re-

release of Avoiding the Yellow Pages 
Money Pit.  This money saving hand-
book saves business owners thousands 
of dollars every year.  It is a compilation 
of information Thom gained from years 
of research and interviews with former 
Yellow Pages employees and from the 
Yellow Pages companies themselves.  
The handbook exposes many of the 
myths and misconceptions about the 
Yellow Pages.

The automotive and transmission 
repair industries are among the most 
highly targeted business sectors that the 
Yellow Pages companies prey on for a 
significant portion of their annual reve-
nue.  Other targeted businesses include 
Attorneys, Chiropractors, Doctors, and 
Dentists.  Just look at the kind of com-
pany we keep.

This is not an “Anti-Yellow Pages” 
book, but it simply provides informa-
tion that you need to make wise pur-
chase decisions regarding the Yellow 
Pages and advertising in general.  Most 
small business owners have at least 
wondered about the effectiveness the 
Yellow Pages for the dollars spent.  
There are a number of assumptions we, 
as business owners, have made over 
the years as well as decisions we have 
made that were based on biased and/or 
misinformation.  This handbook will 
show you the “other side of the Yellow 
Pages” and help you to avoid becoming 
a Yellow Pages victim.   

Thom Tschetter is best known 
as a management trainer, consultant, 
and industry strategist.  He is a fre-
quent speaker at National and Regional 
Conventions and Tradeshows.  Thom’s 
courses are AMI Certified, and he was 
a featured guest speaker at ATRA’s 
POWERTRAIN INDUSTRY EXPO 
last November in Las Vegas.

Description Transtec® P/N

4T65-E upper channel 
plate gasket

B36481

4T65-E lower channel 
plate gasket

B36480
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

•Remanufactured Units              * DYNO TESTED*
•5HP30, 5HP24, 5HP19, 5HP18, 4HP24, 4HP22, 
 4HP18, 4HP14
•Specializing in SAAB 900/9000 5SP, 
 as well as T-37 A/T

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

1-800-388-4418
Fax: (860) 395-0047

www.erikssonindustries.com
146B Elm St., Old Saybrook, CT 06475

**COMPUTERS**
Transmission Control Module

E C M &  T C M
Mitsubishi-Honda-Hyundai-GEO
Kia-Mazda-Nissan-Suzuki-Toyota

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

Best Customer SVC&Return Policy
Ford *GM * Chrysler off vehicle 
ECM reprogramming available

8 8 8 - 2 1 7 - 4 0 7 2
Autocomp Technologies, Inc.
8515 N. Freeway, Houston, Texas

✔Automatic Soft Parts
✔Rebuilt Standards ✔Transfer Cases

✔Clutches ✔Bearing Kits
✔NEW & USED PARTS

Foreign
or

Domestic

    800-578-8726  
          Sanford, FL        

866-798-8726     800-773-8726
       Tallahassee, FL             Saucier, MS

Dyno
TestedRebuiltUnits

Make ONE Call and

Find it All!

www.g-tec.comwww.g-tec.com

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

1 - 8 0 0 - 8 3 5 - 1 0 0 7

DOMESTIC-FOREIGN-
AUTOMATIC-STANDARD

1946  -  2009

Quality Parts-
Fair Prices-
Excellent Service

SHOPPER CLASSIFIED ADS
GEARS Shopper advertising costs $325.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.
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BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

1331 Rollins Road • Burlingame, CA 94010
tel 650 - 348 - 3990    fax 650 - 348 - 3019

Valve Body Kits
RatioTek™

RT™ AX4S 
Also fits AXODE 

RT™ 4F50N 
Also fits AX4N 

RT™ 4L60E
Fix Code 
1870 Fast 
Adjust 1-2 

shift firmness 
without re-
moving VB.

RT™ E4OD/4R
Kit fits  

E40D and 
4R100

Easy to Install - Low Cost - Great Results 

Billet retainers  
your gonna love! 

Saves main booster. 
Includes a bypass 

booster valve & 
sleeve.  

  Includes a bypass  
 booster sleeve.  

Saves main booster. 

3 High Tech  
Regulator Valves. 

Adjust shift firmness. 

www.ratiotek.com     626-968-2754

-- Kits At Part Suppliers Now --
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30 Years Same
Area

>Reman Transmissions 
w/converters

>722.6 Electronic
Transmissions

Dodge Sprinters
and all other

DaimlerChrysler Nag 1's
www.silverstartransmission.com

MERCEDES

Silver Star Transmission
800-369-6601 or fax 405-330-9446

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS
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BOOKSTORE
Your Source For Technical And Management Publications

To order, Email the Bookstore at bookstore@atra.
com or call Shaun or Ron at 1-800-428-8489.
ATRA Bookstore, 2400 Lat igo Avenue, 

Oxnard, CA 93030 •  www.atraonl ine.com

Marketing Without 
Money - 
Second Edition
This management book 
will show you cheap and 
easy ways to boost sales, 
networking tips, ways to 
increase sales, and many 
other useful tips to help 
your business.

$16.95

WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
Phone: 715-458-2617     Fax: 715-458-2611 

www.servobore.com 

Fix it in less 
than fifteen  
minutes with 
one of our 
easy to use 
kits.

No machine
shop required. 
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1.877.888.5160
Local 614.444.5160   Fax 614.444.5165

www.transmissionhardparts.com
Columbus, OH

WE STRIP 500+ TRANSMISSIONS A DAY

AUTOMATIC HARD PARTS WAREHOUSE

Specializing 

in Late 

Models

Se Habla Español

For our Canadian 
Subscribers

Some of the 800- toll free numbers 
listed in the shopper ad section do 
not work In Canada. Therefore, as a 
service to you we have listed direct 
line phone numbers to our shopper 

advertisers:

www.atra.com
This cd contains over 1200 pages of Gears 

technical articles, there are 4 years, 260 articles 
and 45 issues all on this on cd!

Please mention this ad when placing your order. Place your order before 
12pm PST and receive same day shipping. 

Award Winning Gears Magazine Acticles 
For Sale 

Call Now!!!

(800)-428-8489

A&REDS Transmission Parts
has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions

(616) 748-5725

Weller Auto Trucks
Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

Transfer Case Express 
has multiple 
locations

  
        

   

www.Trans-Tool.com  
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GEARSGGEARSEARS
THIS COULD BE THIS COULD BE 

YOUR AD!YOUR AD!
call call 

(805(805)) 604-2000 604-2000 
and find out how!and find out how!

FOR THE TRANSMISSION REBUILDING INDUSTRY

HARD PARTS FOR
Domestic and Foreign

AUTOMATIC TRANSMISSIONS
TORQUE CONVERTERS

TRANSFER CASES

WE HAVE OVER 500,000 PARTS IN STOCK

CALL 602-971-0477
getithardparts.com 

WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

www.atiracing.com
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BUSINESS FOR SALE: Largest Transmis-
sion and General Repair Center in sunny 
Saint Petersburg, Florida – 9700 sq. ft. build-
ing, 14 bays, 10 lifts, (9 -7000lbs, 2-9000lbs, 
1- 25000lbs). Three air condition offi ces 
and air condition building room completely 
equipped. Located on Route 19 main high-
way address 1201-34 Street South. Same 
location, same owner and ATRA member 
for 30 years. Low cost transmission only 
195K, long term lease or building available. 
Contact George Douglas, (727) 420-8558 or 
99doug132@aol.com. Owner retiring due to 
health. ATRA Mbr

BUSINESS FOR SALE:  Florida’s West 
Coast. 38 year established ATRA member 
business with two buildings plus a half acre 
Real Estate in popular Beach area. Well 

known & highly respected shop. Can expand 
or rent 1 unit for income.  Extensive equip-
ment with 11 lifts plus a 30,000lbs Truck & 
RV lift. Owner retiring. Business and prop-
erty priced right at $795,000 for complete 
Turnkey operation ready to start making 
money!! Call Pam Edgington, Prudential 
Florida Realty (941) 812-6324. E-Mail pa-
medgington@aim.com Website: www.go-
pam.com .   ATRA Mbr

BUSINESS FOR RENT: California – Fully 
equipped shop including seven car/truck 
lifts in beautiful Orange County, California 1 
½ miles from the beach. This shop needs 
an experienced reliable operator. Business 
established in 1960 and owner is retired, 
also have the original phone number. No 
business to buy just pay rent of $4,000 a 
month. Call Bill at (714) 330-0828 or (949) 
642-4252.

EQUIPMENT FOR SALE: Answermat-
ic VBT4000 - Hauz 23 Test Plates - Tranx 
2000 with extra wiring. Very few hours on 
machine, need to sell.  $19,000.00 or best 
offer, open minded. Call (864) 585-9266.

ATRA Mbr

EQUIPMENT FOR SALE: Heavy duty 
transmission dyno test business for sale, 
designed for Allisons, heavy duty trucks 
and cars and any RWD units with solenoid 
block test capabilities. All in excellent condi-
tion, included are dyno tester with 392 Ford 
gas engine with Zoom Technology window 
based computer system, valve body cali-
bration tester designed by Aidco Company 
for Allison. New Allison diagnostic scanner, 
complete paint booth system, 545 and 643 
reman units, cores and inventory stock, 
customer/client list. Asking $55,000 (price 

reduced) for all or will sell separately. North-
west Ohio area. Contact Jim at (419) 215-
5504. ATRA Mbr

HELP WANTED: Experienced Transmis-
sion Center Manager – for a growing, fam-
ily owned and operated business in Arizona, 
Nevada and Texas. We have been in busi-
ness over 30 years, have highly qualifi ed 
techs, and quality is a top priority. Benefi ts 
include paid vacations, holidays, insurance 
and 401K with matching funds. Please email 
or fax resumes to: BB# 1209 – dbland@atra.
com or (805) 389-0353. ATRA Mbr

HELP WANTED: Sales/Management Posi-
tions - Due to expansion, Transtar Indus-
tries, the Premier Provider of World Class 
Driveline Solutions, is searching for expe-
rienced inside sales reps and operations 
managers to join our team. Sales reps are 
responsible for assigned accounts as well as 
prospecting new accounts; 3-5 years of in-
dustry experience is desired. Managers are 
responsible for growing top line revenue and 
managing all warehouse operations. Man-
agement candidates should have 5-7 years 
of related experience in the automotive 
aftermarket.  Computer profi ciency required.  
For immediate consideration, please submit 
resume and salary history to: hr@transtar1.
com or fax to 440-201-6034. All inquiries will 
be kept confi dential.

HELP WANTED:  Denver Colorado’s fastest 
growing family owned transmission com-
pany is looking for skilled Business Man-
gers, Builders and R&R Technicians. If you 
are driven to succeed and want to be a part 
of something special send your resume to: 
3485 S. Zuni St., Sheridan, CO 90110. You 
may also call (720) 629-0695. Relocation 
assistance available to qualifi ed individuals.

ATRA Mbr

HELP WANTED: Transmission Rebuilder 
and R & R Technician needed in Virginia 
Beach for well established transmission 
shop for over 40 years. Rebuilding and diag-
nostic experience required. Monday though 
Friday, benefi ts include paid vacation, holi-
days and health insurance. Contact number 
(757) 428-9088. ATRA Mbr

HELP WANTED: Transmission builder 
needed in long established 10 bay shop in 
Joliet, IL. Fully equipped, with a good crew. 
Rebuilding and Diagnostics experience re-
quired. Monday through Friday, benefi ts 
include paid vacation, holidays and health 
insurance plus free pizza every Thursday. 
Pay $30 - $35 per hour depending on experi-
ence. Call George or Paul at (815) 727-2481 
or fax (815) 727-2518. ATRA Mbr

HELP WANTED: Looking for a transmission 
builder. Best shop in town, same location for 

SHOPPER CLASSIFIED
GEARS classified advertising cost $95.00 for up to 50 words for a one time insertion. ATRA members are eligible to receive up to three (3) FREE classified 
advertisements in GEARS annually (per 9 issues).  Members wishing to place ads once their three FREE ads have been placed may do so at the cost listed above. 
Ads exceeding the maximum word count will cost $1.50 for each additional word (not including phone number and address).

December 2009

USED, NEW AND REBUILT
FOREIGN AND DOMESTIC
RETAIL AND WHOLESALE
ONE CALL DOES IT ALL!

•
•
•
•

 WE STOCK
VT25E,6L80E,6R60E,5R110W
   USED & REBUILT PARTS 
We offer a complete machine shop 
for ALL of your rebuilding needs!

800-461-5396

GEARSGEARS
THIS COULD BE 

YOUR AD!
call 

(805) 604-2000 
and find out how!

FOR THE TRANSMISSION REBUILDING INDUSTRYFor GEARS 

Subscriptions, Please 

Call: (805)604-2000, or, 

www.gearsmagazine.com

U.S. $30 ~ Canada $45 

~ Other Areas $65

For GEARS 

Subscriptions, Please 

Call: (805)604-2000, or, 

www.gearsmagazine.com

U.S. $30 ~ Canada $45 

~ Other Areas $65

Supply automatics, standards, transfer
cases, torque converters, & hard parts 

for all years, makes, and models, 
foreign and domestic

Heavy Duty applications for towing or industrial use
Nationwide warranty; Lifetime/extended available

All factory updates incorporated into our transmissions

Toll-free Technical Support

Ship nationwide & international

TOLL FREE: 800.336.5525
WWW.TRCTRANS.COM

Transmissions Axi-Line dyno-tested

Since 1981

OVER 1000 TRANSMISSIONS 
IN STOCK READY TO SHIP
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To order, Email the Bookstore at bookstore@atra.com
or call Shaun or Ron at 1-800-428-8489.

ATRA Bookstore, 2400 Latigo Avenue, 
Oxnard, CA 93030 • www.atraonline.com

2008 ATRA Technical Seminar Manual  $100.00
 
This full color manual includes information that was covered at the 2008 
ATRA Seminars. Here are some of the subjects and transmissions that are 
covered: GM - All Models Calibration, Cablibration Updates, NV T-Case 
Speed Sensor, BW T-Case Binds on Turns, NV T-Case Fluid Leak, Burnt 
Clutches, Hard Shifts. 6T40/45 Intro, Exploded View, etc. 273 pages.

BOOKSTORE
Your Source For Technical And Management Publications

X

GEARS   2400 LATIGO AVENUE   OXNARD, CALIFORNIA 93030
or call: (805)604-2000

U.S. $30 ~ Canada $45 ~ Other Areas $65

I want my very own subscription to the next 9 issues of GEARS.

Name

Address

City

State        Zip

Phone

Signature

Please enclose check or money order in U.S. funds and send to:

Subscribe Today!Subscribe Today!
        Grab Your GEARS Now!Grab Your GEARS Now!

32 years. We need an experienced builder 
able to build all transmissions foreign and 
domestic, automatic and standards. Needs 
to be a team player willing to do whatever 
it takes to get the job done right. We are in 
Englewood, Colorado. Give Mark or Matt a 
call if interested at (303) 781-0097. ATRA 
Mbr

HELP WANTED: Transmission Rebuilder - 
$25.00 per hour. Service Advisor - $20.00 

per hour plus 1%. Medford, Oregon, contact 
Jim at (541) 944-7346.     ATRA Mbr

HELP WANTED: Reseda, California – Large 
6 shop chain in Southern California is look-
ing for a diagnostician, ability to test drive, 
strong electrical skills.  If you are a self mo-
tivated, team player, I would appreciate an 
opportunity to talk to you. Contact Mark at 
(818) 665-6556 or fax resume to (818) 345-
9018. ATRA Mbr

HELP WANTED: Seeking Rebuilder – High 
quality suburban California shop seeks ex-
perienced builder. Must have top diagnos-
tic skills. Suburban area with top schools. 
Wages competitive, commensurate with 
skill level. Fax resume to (805) 522-0232. 
ATRA Mbr
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ADVERTISERS

Name  Page Name Page 

Arrow Uniform ........................................................... 34
	 www.arrowuniform.com
ATRA Membership .................................................... 47
	 www.atra.com
ATRA BookStore ....................................................... 37
	 www.atra.com
Certified Transmission ............................................... 45
	 www.certifiedtransmissions.com
ETE Reman ............................................................... 31
	 www.enginetrans.com
EVT Parts .................................................................. 27
	 www.evtparts.com
First National Merchant Solutions ............................. 34
	 www.fnms.com
Heffernan Group ........................................................ 41
	 www.heffgroup.com
Jasper Engines & Transmissions ...........................  IBC
	 www.jasperengines.com
Life Automotive Products Inc. .................................... 25
	 www.smartblend.com
LUBEGARD® By International Lubricants, 
 Inc. ............................................................... OBC, 29
	 www.lubegard.com
Precision European Inc ............................................. 33
	 www.peius.com
Precision International ............................................... 23
	 www.transmissionkits.com

ProfitBoost LLC ......................................................... 43
	 www.profitboost.com
Raybestos Powertrain ................................................11
	 www.raybestospowertrain.com
Rostra Precision Controls Inc. ................................... 13
	 www.rostra.com
Seal Aftermarket Products-
 Parker Hannifin Corporation ........................21, Rider
	 www.parker.com
Slauson Transmission Parts ...................................... 39
	 www.slauson.com
Sonnax Industries .................................................... IFC
	 www.sonnax.com
SuperFlow Technologies Group ................................ 35
	 	www.superflow.com
Superior Transmission Parts ..................................... 15
	 www.superior-transmission.com
Transtar Industries, Inc. ............................................. 24
	 www.transtarindustries.com
TransTec By CORTECO .............................................. 7
	 www.transtec.com
Whatever It Takes Transmission Parts, Inc. ................ 3
	 www.wittrans.com

2009

20
09

ATRA Technical Seminar Schedule

CALENDAR

Stay tuned for the new Seminar 2010 Schedule!

Check ATRA.com for more information!
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